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[NOTICE. } 
Annual Meeting, indiana Gas Association. 


anhaiumiantiae 
OFFICE OF THE SECRETARY, INDIANA GAS ASSOCIATION, 
INDIANAPOLIS, IND., Dec. 31, 1910. 

The annual meeting of the Indiana Gas Association will be held in 
the Hotel Anthony, Fort Wayne, Ind., Wednesday, January 18th, 
and Thursday, January 19th. 

In connection with this convention, there will be an exhibit of gas 
appliances, in the ‘‘ Arcade”’ in Fort Wayne. . Considerable interest 
is being shown in this exhibit by the manufacturers of lighting, 
cooking and heating appliances, and there is every prospect that it 
will be carried through with great success. 

' PHILMER EvEs, Secy.-Treas. 











[NoTICE. } 
The American Society of Heating and Ventilating En- 


gineers. 
— 


' The Seventeenth Annual Meeting will be held in the Engineering 
Societies’ Building, 29 West 39th street, New York city. 
Tuesday, January 24th........Sessions— 2:00 and 8 P.M. 
Wednesday, January 25th....Session — 2:00 p.m. 
Thursday, January 26th...... Sessions —10 :304.Mm., 2 P.M. 





ENTERED AT THE POST 
AS SECOND-CLASS MATTER. 


OFFICE AT NEW YORK, N. Y., 


A STAFF APPOINTMENT. 


i 


Mr. H. Thurston Owens, whose frequent contributions to the 
JOURNAL have made him well known to our readers, has been ap- 
pointed Associate Editor, with headquarters in the JOURNAL office. 
Mr. Owens has been actively connected with the lighting industry in 
Greater New York for several years, and has had the advantages of 
technical training backed up by practical work in the field. He isa 
member of the American Gas Institute and of the National Commer- 
cial Gas Association, and is affiliated with the United States Illu- 
minating Engineering Society, and the New York Electrical Society. 
He is also a corresponding member of the British Illuminating En- 
gineering Society. 





BRIEFLY TOLD. 


—= 


JANUARY MEETING, NEw YorK S&cTION, ILLUMINATING ENGINEER- 
InG Society.—Physiological topics claimed the major part of the 
evening at the January meeting, New York Section, Illuminating 
Engineering Society, held the 12th inst. in the Engineering Societies 
Building. The Chairman, Dr. A. H. Elliott, faced a goodly sized 
gathering and called upon Dr. Nelson M. Black, who read his paper 
on ‘‘ Artificial Illumination as a Factor in the Production of Ocular 
Discomfort.’’ The subject was covered in a broad and interesting 
manner, the reasons being many and varied as are the customs and 
occupations of those adversely affected by the use of artificial light. 
The second paper, on ‘* Physiological Points Bearing on Glare,’’ was 
read by Dr. P. W. Cobb, well known through his many contributions 
on the subject. Glare is undoubtedly well worthy of definition and 
discussion, as itis undoubtedly one of the chief causes of both discom- 
fort and depression. The discussion of these papers was had jointly, 
being opened by Dr. Weeks, who stated that the visual purple was 
extremely sensitive to light and that a reduction of the visual pur- 
ple depended upon the intensity of the light, while an exhaustion of 
visual purple was due to lack of time for both pupilary and retinal 
adaptation. Referring to sidelights he cited the Senate Chamber at 
Albany, N. Y., asa ‘horrible’? example. Dr. Seabrook, who holds 
closely to the theory of damage from ultra violet or chemical rays, 
reiterated his belief, and further stated that the maximum illumina- 
tion at the eye, as given by Dr. Louis Bell, namely 2.5 foot candles, 
should not be exceeded. 

Mr. A. J. Sweet said that glare should be divided into two distinct 
classes, discomfort and depression of the visual sensation, as we could 
have one without the other and vice versa. Too high general illumi- 
nation should be avoided, as any unnecessary light falling upon the 
retina, reduced the efficiency of the eye. Mr. E. L. Elliott stated, al- 
though Mr. Sweet’s investigations had proven that, when a light 
source was placed at an angle of more than 26’ from the line of visiop,-- 
there was no visual depression, nevertheless there was. decided@is- 
comfort. The final paper of the evening, entitled ‘‘ Reflectjon, Co- 
Efficients,’’ read by the author, Mr. P. F. Bauder, collated m yiacts 


previously brought out which will undoubtedly lead to futher uk) 16 


vestigations. Owing to the lateness of the hour the ar was 
quite general, covering principally that fact that it was impoxtant to 
take each specific instance and describe the panacea rather than.gen- - . 


alize. Those entering the discussion were Messrs. Owens, Ashe, Jomve8p. oe 


Macbeth and Hyde. 


COMPENSATION OF REPRESENTATIVES.—With the spread of commer- 
cialism and the large increase in the workers during the past decade 
there has been evolved an entirely new product among the personnel, 
the gas salesmen. True to the spirit of the past, the progressive, as 
well as the conservative, companies have quite generally adopted the 
title of representive for these salesmen, and in the paper on ‘‘ Com- 
pensation to Representatives,” prepared by six commercial men, 
which is abstracted on page 101, we find the point system of compen- 
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sation lauded thus wise: ‘‘It also enables a manager to quickly 
eliminate men that are not fitted for salesmen.’’ The point system 
for Bas company salesmen would be quite in line with modern as 
well as ancient theories regarding sales pure and simple, but the 
poit system for representatives is not destined to remain a factor of 
importance as the commercial methods become quiescent and normal 
under management of greater experience and breadth. 





SELL TO Your CoMPETITOR.—Under that title one of the electric 
sign manufacturers advertises ; and he further states that ‘‘ The best 
advertisement for electric light and electric signs is a ‘Cook with 
Gas’ sign over your competitor’s building.”’ We agree with the ad- 
vertiser, but fortunately there are gas lamps to burn for this purpose, 
and many gas companies see it as we do. Possibly, aye; certainly 
others will do so in short time. 





CURRENT MENTION— 


At the annual meeting of the Omaha (Neb.) Gas Company the fol- 
lowing gentlemen were elected to manage its business: President, 
Frank T. Hamilton; Vice-President and Treasurer, George W. 
on: Treasurer, Lewis Lillie; Assistant Treasurers, James Ball 
and L. W. Weymuller; Assistant Secretary, James Ball: Directors, 
F. T. Hamilton, 8. T. Bodine, Geo. W. Clabaugh, George E. Barker 
and George E. Princhett. Mr. J. A. Perry, who has been acting Su- 
perintendent, since the resignation of Mr. George Waring, who last 
summer was appointed General Manager of the Charleston (S. C.) 
Company, has acted as Supintendent of works at Omaha, was con- 
firmed as Superintendent. 


Secretary W. H. LawTon has notified the shareholders of the 
Schuylkill Haven (Pa.) Gas and Water Company that a special meet- 
ing is called for 11 a.M., 21st inst., the object being the ratification or 
rejection of a resolution to increase the capital stock of the concern. 
Contractors might do well to bear in mind the fact that these works 
are to be reconstructed, 


THE Illinois Valley Gas and Electric Company has purchased a 
large plot of land at Spring Lake, Ills., which is perhaps 12 miles 
northwest of Streator, Ills., whereon it is proposed to- construct a 
central plant large enough to supply the entire territory in which it 
operates. At this time it has not been decided when construction 
work will be commenced, although it is not altogether unlikely that 
a start thereon will be made this spring. Under the present plan- 
ning the station will require an expenditure not far from $300,000. 


Tue Marlboro (Mass.) Electric Company is now in possession of the 
property of the Westboro Gas and Electric Company, and it will 

ereafter be managed by Mr. C.S. Davis, head of the purchasing 
concern. Power will be rented from the Connecticut Power Com - 
pany. 


THe Fulton County (N. Y.) Gas and Electric Company has made 
operative a new schedule, the same becoming effective the first inst. 

nder the rating gas will be sold between minimum and maximum 
rates of $1 to $1.20 per 1.000 cubic feet. It is worthy of note that 
when the Fulton County Gas and Electric Company began the sup- 
ply of gas in Johnstown and Gloversville the selling rate was $1.70 
per 1,000—this was in 1900. 


Tue work of laying the 48-inch main, across and under the Harlem 
river, by the Consolidated Gas Company, for the better supply of the 
Bronx district, has been satisfactorily completed. This leviathan 
work, which was performed under the direct engineering supervision 
of Mr. Colin C. Simpson, was done without a single accident of mo- 
ment, and insures an additional supply of gas to the Bronx district up 
to 1,000,000 cubic feet per day. It may be of interest in this connec- 
tion to note the route of the main, which is as follows: Commencing 
at 116th street, East, and Pleasant avenue, it goes through the latter 
to 124th street, turning west to 126th, thence west to 129th street, 
again west to Second avenue and the south shore of the Harlem river. 
Here it crosses under the bed of the Harlem river (550 feet in width), 
thence north and east through Lincoln avenue to 134th street to 
Locust avenue, through the latter to 138th street, to the works of the 
Central Union branch of the Consolidated Company. Much of the 
detail work of this pipe is well shown in the paper prepared by Mr. 
Simpson on the matter and read by him at the last meeting of the 
American Gas Institute. 


THE Gas Machinery Company, of Cleveland, O., has been awarded 
the contract for new water gas apparatus, tar extractor and connec- 
tions to be constructed in the works of the Danville (Ills.) Street 
Railway and Light Company. The contracting Com ny will also 
construct a new building for this machinery, which will complete the 
reconstruction of the Danville plant which was begun 2 years ago, 
and enable the Company’s proprietors to give that service which they 
promised when they acquired the property some time ago. 


“F. C.,” writing under date of the 11th inst., informs us of the 
death on the 31st ult., in the San Diego (Cal.) Hospital, of Mr. S. S. 
Stratton. Deceased will be remembered by the older members of the 
fraternity with the gas meter making companies of this country. At 
one time he was travelling representative of the American Meter 
Company, and later on in similar capacity with the Maryland Meter 
and Manufacturing Company, the predecessor of Messrs. Chas. H. 
Dickey & Co. 

THE taxpayers of Kaukauna, Wis., have indorsed the project to 
purchase for operation on municipal account plants of the local gas 


and electric Company. The vote was surely a decisive one, the m a- 
jority being 492 in a total vote of 600. 


Mr. CHARLDS A. MaGRE has resigned the position of Comptroller to 
the Laclede Gas Light Company, of St. Louis, in order to assume t he 
duties of comptroller to the General Motor Company, of Detroit. 


Mr. FRANK W. Boren, of Owensville, Ind., has been appointed 
Deputy Inspector over the natural gas supply of Indiana. He has 


been assigned to the division of that supply designated the Southern 
Indiana field. 


AN important case well worth noting is that recently (the 10th inst.) 
decided by Judge Wilson, Court of Conrmon Pleas, Part IV., Phila- 
delphia. During the course of the trial case (Claude W. Chamber- 
lain v. the U. G. I. Company) it was shown that the Chamberlain 
family, who in February, 1908, resided in the premises, 1903 South 
12th street, Philadelphia, detected an odor of escaping gas and tele- 
phoned the storv to the Company’s headquarters. The Company sent 
a complaint man to the house who, in turn, ordered out a repsir 
gang, who worked until the leak was found and repaired, which was 
not accomplished until early the following morning. Meanwhile, 
Chamberlain claimed that his family had suffered severe injury from 
inhaling the gas. Judge Wilson ruled that no negligence had been 
shown by the Company, the latter having, in accordance with the 
evidence, done all within its power to remedy the trouble. A non- 
suit was accordingly ordered. 


Ir seems an assured fact that the construction of a gas works for 
the supply of the residents of Greenwich, Conn., b vy the Housatonic 
Electric Lighting Company, which is in control of the electric light- 
ing of the place. It has appropriated $150,000 for the construction of the 
necessary plant, work on Which will be commenced early this spring. 


THE Niles (Mich.) Gas Light Company is preparing to extend its 
system to and through the streets of the nearby settlement of Buchan- 
an. The scheme contemplates the construction of a storage holder on 
an appropriate site in the place named. 


THe Bates County Gas Company, of Rich Hill, Mo., has filed 
articles of incorporation. It is capitalized in $40,000, all of which has 
been paid in. The main one in interest is Mr. J.S. Connelly, of 
Carthage, Mo., and his associates are his brother, F. W. Connelly, of 
Rich Hill, and J. C. Gibson, of Carthage. 


Mr. F. G. CurrMan, formerly on the engineering staff of the Im- 
proved Equipment Company, informs us that he is now connected 
with the sales’ force of the Missouri Fire Brick Co., St. Louis, Mo. 








Publications. 


eg 


oo. Catalogue.—The Welsbach Company has issued a 
handsomely illustrated catalogue, having to do with reflexolier fix- 
tures, which listing should be in the hands of every commercial gas 
man. The fixtures pictured are not only of pleasing appearance, but 
considerable effort has been made tocarry out the period of the design 
in each case. The description carried by the text might be termed 
first lessons in the art of fixture design. 


The Lure of the Light.—The contents of the pamphlet bearing this 
title, issued by the General Gas Light Company, would seem to say 
that they had ‘‘ made good,”’ or perhaps that the ‘‘lure”’’ had been 
successful, Many beautifully brought out cuts show both day and 
night views of installations. Where the “lure of the light’ casts its 
spell upon the people—attractive —impressive —influencing —power- 
fully irresistible. 


Washing and teem, | Tests of Coal.—‘‘ Bulletin No. 5, Bureau of 
Mines,’”’ Washington, D.C. A cng pamphlet, covering tests of 


the fuel testing plant, Denver, Col., from July 1, 1908, to June 30, 
1909. 


Annual Report on Acetylene, 1910-11.—The state of the industry, 
its scope and its future, as well as much technical data covering the 
manufacture and use of the product. Published in French. 








Recent Patent Issues. 


Prepared for the AMERICAN Gas LiGHT JOURNAL by Royat E. Burn- 
HAM, solicitor of patents and counselor in patent causes, 833 Bond 
Building, Washington, D. C., from whom illustrations and speci- 


fications of any patent mentioned below may be obtained for 10 
cents. 











980,261. Door for Gas Producing Furnaces and the Like. E. Hoh- 
mann, Stettin, Germany, assignor to Ufenbau-Gesellschaft, M.B.H., 
Munich, Germany. 

980,298. Gas Lamp. W.S. Levings, Minneapolis, Minn. 

980,334. System for Opening and Closing Gas Valves from a Dis- 
tance. E. Renkewitz, Berlin, Germany, assignor to the firm of 

Berlin-Anhaltische Maschinenbau-Actien-Gesellschaft, same place. 

980,395. Gas Meter. C. T. Bard, Norwich, Conn. 


980,660. Gas Producer. C. F. Miller, Pittsburgh, Pa., assignor to 
the Westinghouse Machine Company. 





980,889. Manufacture and Distribution of Gas. T. J. Weber, Grand 
Rapids, Mich., and A. 8. B. Little, St, Louis, Mo, 


. 
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[OrFiciaL Report—As APPOVED BY COMMITTEE ON PUBLICATION.— 
CONTINUED FROM PAGE 59. | 
THE FIFTH ANNUAL MEETING, AMERICAN GAS 
INSTITUTE. 
er 


Http in New York City, Ocroper 19TH To 2isT (INCLUSIVE), 1910. 





Seconp Day —MORNING SgssION, 


LAYING A 48 INCH AND TWO 36 INCH GAS MAINS UNDER 
THE HARLEM RIVER.—Continued. 
The actual work on these lines commenced with the building of 
the trestle from the Manhattan shore to the west bulkhead line. The 
trestle was built to such a grade that when the street was finally 
filled in the mains would lie about 3 feet below the surface. (Fig. 15 
shows the trestle in course of construction.) 








Fig. 15-6 


At the outshore end of this trestle, where we expected to sink the 
caissons, there was but a foot and a half or two feet of water at high 
tide, and as all the work had to be handled from scows it was neces- 
sary to dredge out an area about 60 feet by 100 feet. During this 
dredging a tough layer of clay and sand was encountered just below 
the mud line. This would have been almost impossible to pump, so 
it was decided to have the dipper dredge remove this layer for the 
whole width of the river. 

When the dredging was completed guide frames for the caissons 
were erected and the first section lowered into place. These caissons 
were of the same type as those used on the 48-inch line but were 1 
foot less in diameter (9 feet). The total length of each caisson was 
49 feet and the final grade to which they were to be sunk was 49 feet 
below mean high water. As the material here was all sand and as 
there was no possible danger of disturbing any piers or foundations 
(there being none to disturb), we decided to sink the caissons by 
pumping below the cutting edge with centrifugal pumps, at the same 
time loading them with enough pig iron to overcome the skin friction. 

Conditions were ideal here for this class of work and the 2 caissons 
were sunk to grade in a total of 148 working hours. The bottom of 
each was then sealed with a layer of concrete and the drips lowered 
in place. (Fig. 16 shows the 2 caissons sunk to grade.) 

Work was then commenced on driving the steel sheet piling for the 
first 120-foot section of cofferdam. This piling was furnished in 45- 
foot lengths and was driven about 3 feet below the pumping grade, 
which at this point was 45 feet below mean high water. To allow 
plenty of working room for laying the pipe the trench was made 18 
feet wide. On completion of the cofferdam pumping was started, a 
12-inch and an 8-inch centrifugal pump handling about 150 cubic 
yards per day. The material to be pumped was mostly sand with a 
little gravel and small boulders, which latter did not prove at all 
troublesome. 

There is a 4 or 5-mile per hour tide at this point in the river, and it 
was found necessary to brace with 12-inch by 12-inch timbers, as 
shown in Fig. 17, a set of these braces being placed every 10 feet. 
There was also a considerable pressure exerted on the sheet piling, 
due to the weight of the material outside. 

As fast as sections of the cofferdam were pumped to grade the con- 
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Fig. 17 


Cross Section of 36-Inch River Lines Looking East. 


crete piers were placed and the pipes set in place. The pipe used on 
this work was the ordinary water-weight (5,200 pounds per length) 
hub and spigot pipe, with a depth of hub of 5 inches. A 4-inch inside 
joint, similar to that described for the 48-inch line, was provided for 
in each length. The pipe was lowered, graded, lined and calked in 
exactly the same manner as the 48-inch line preyiously described. 

Concrete protection blocks, similar in shape to those used on the 
48-inch line, were then placed over the pipe, the trench back-filled 
with clean gravel to a depth of 4 feet above the top of the blocks, and 
the sheet piling pulled and driven ahead for the next section of coffer 
dam. 

While this river work was in progress work was started on the 
concrete culvert under the 6 tracks of the New York Central and 
Hudson River Railroad. The general design of the culvert is shown 
in Fig. 18. This work was very slow and difficult on account of the 





frequent passing of trains on the 6 tracks, We were practically 
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Fig. 18. 


obliged to tunnel the whole distance, and it was necessary to build a 
cofferdam at the outshore end to keep out the tide water. 


The President—Gentlemen, you have heard Mr. Simpson’s paper. 
If any of the gentlemen would like to ask any questions or have any 
other information, we should be glad to hear from them [no re- 
sponse]. As there appears to be no further information wanted on 
that subject, I think a vote of thanks to Mr. Simpson is in order. 

A motion was made, seconded and carried, that a vote of thanks 
be given to Mr. Simpson for his paper. 

The President—The next paper is 


THE LAYING OF A PAIR OF 36-INCH CAST IRON MAINS 
UNDER THE PASSAIC RIVER, OPPOSITE THE CITY OF 
NEWARK, N. J., 


by Mr. A. H. Strecker? Mr. Strecker is not here; I think he is in 
Europe. Mr. Earnshaw, will you kindly read the paper? 
Mr. Earnshaw then read Mr. Strecker’s paper as follows: 


These notes are written as a companion to a paper on the laying of 
a 48-inch gas main under the Harlem river in the city of New York, 
to be read at the 1910 meeting of the American Gas Institute. 

While our pipes do not in size come near this 48-inch main, neither 
are they laid as deeply, nor is the channel under which they pass as 
wide, yet their laying presents some peculiar features and the record- 
ing of the same may be of general interest. 

The Passaic is a navigable stream, flowing at the point in question 
between the lands of the Gas Company in Newark on the south and 
in Harrison on the north shore. Its width between bulkheads is but 
320 feet, but since the pipe lines slant well off towards the east, they 
measure 363 feet between the intersections of their center lines with 
the bulkhead lines on each shore. 

The Gas Company had in use since 1888 a pair of 12-inch mains, 
which had been laid under the stream a little further east and which 
had given considerable trouble. They were heavy cast iron pipes 


jointed together on the north shore and dragged across in one 
piece. 

Divers had been expected to make the two lines of pipe solid on the 
bottom of the trench excavated for their reception, but as a matter of 
fact this was evidently not properly attended to, since later on it was 
found that they had settled, forming pockets in which water collected, 
the removal of which caused us much trouble, expense and anxiety. 














Thus forewarned, we set out in the laying of the two 30-inch 
mains, to prevent any chance of their settling in a similar manner, 
and decided to have them rest securely on piling driven for this pur- 
e. 

The United States Government, who, through their Engineer 
Corps, has control of the Passaic, issued a permit for the laying of 
these mains, stipulating, however, that at no point must they lay 
above a depth of 16 feet below mean low water mark, which means 
23 feet 6 inches below string pieces of wharfs. 

The channel at the Newark side of the river was, at the time of the 
carrying on of the work, only 9 feet deep at low water. Since then 
the Government dredged it down to 12 and then to 16 feet depth with- 
out doing any harm to the mains. At the other shore the river bot- 
tom shoaled up to almost no depth at low tide. Thus a great deal of 
dredging became necessary, which formed a large percentage of the 
cost of the work. 














A ditch of sufficient width and depth was thus dredged out. The 
bottom of the stream, as far as we went, was entirely made up of 
strata of grey sand of varying degrees of fineness. 

Behind the bulkheads on either shore we constructed well holes by 
driving close-jointed yellow pine sheath piling, inclosing spaces 12 
feet long by 8 feet wide. The mud and sand within these inclosures 
were then removed by dredging, pumping and actual digging by 
divers. It was difficult work, some of the strata of sand and gravel 
being so hard as to deviate the sheathing from a plumb line while 
being driven, and then again the quicksand at the bottom of the wells 
boiled up so as to endanger nearby structures. 

In these wells we drove 8 piles, built platforms on same, and on 
these platforms rested the 4 drip pots, 2 in each well. The bottoms of 





provided with ‘‘Ward’’ ball and socket joints, which had been 


these drip pots are 29 feet 10 inches below wharf levels. 
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From the drip stn 30-inch » stiaialelaien rise to the west’ ad rua 
their flanged side outlets start the two lines of mains. We laid 
flange pipe throughout, each line being composed of thirty 12 feet | 
lengths, with three short pieces made of two flanged ends with a ball 
We placed in each line one of these 
flexible joints next to each pot and one at a summit in the center of 
the river. We were thus enabled to give the pipes a regular pitch of 
+ inch per length from this central summit towards the pot. 

After dredging and before laying the mains we drove a pair of 
piles for each pair of 12 feet length of pipes or altogether 60 piles. 
Each pair of piles was cut off under water according to our measure- 
ments and capped crosswise with 10-inch by 10-inch yellow pine 


timbers, 8 feet long. On these cap timbers the mains rest, held in 
place by wedges. 
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The pipes weigh 4,766 pounds each, have extra heavy flanges and 
are held together by 24 { inch bolts. We jointed 3 pipes together on 
deck of floating derrick and then lowered them into position. The 
diver made the joints with the pipes already laid. We first intended 
to use mill board gaskets for this purpose but found that they softened 
too much under water before joint could be made and substituted 
thin sheet lead, heavily coated with red lead. Eventually we used 
these lead gaskets on all the joints made above or below water, so as 
to have a chance to do a little calking should there be any leakage. 

We hardly hoped that the pipe lines would be absolutely tight and 
stipulated in the contract that after being pumped out they should 
not leak over 10 gallons in 24 hours, which leakage should then be 
stopped by calking from the inside. 

As a matter of fact the pipes were tight right from the start and | 
when a year ago the up stream pipe was taken into use—which up to 
that time had lain idle for nearly 4 years—it was found that the pots 
were dry. 

The cost of the work summed up as follows: 

30 inch flange pipes, drip pots and flexible joints........... $5,225.95 
Other apecial castings... ....cccesedvdpetcocigsedoouccece 


Bolts, washers, pig, sheet and red lead, mill board and sun- 


enh ihe aus cp hak < igkachaa nae ob seakauanen eieb <eeea 379.52 
Pay-roll and engineering charges 488.39 | 


Amount of contract for piling, dredging and laying of pipes. 15,152.40 | 


fio wh kiss heen peceeeRuCAsavindeee$ees4er $21,848.07 | 
which is $25.35 per foot of pipe laid, standpipes and drip pots in- 
cluded. 

The President—I assume that, as the author is not present, there | 


will be no discussion. I think we should pass a vote of thanks to Mr. 
Strecker for his paper. 


A vote of thanks was duly carried. 
(To be Continued.) 
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Me. W. R. Putnam has resigned the Presidency of the Menominee | 
and Marinette Electric Light and Power Company. ' During his con- 


nection with this corporation Mr. Putnam did much for its advance- 


ment. J 
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SIXTH ANNUAL MEETING, NATIONAL COMMERCIAL 
GAS ASSOCIATION. 


HELD aT Mecuanics’ HALL, Boston, Mass., DEc. 6TH To 9TH, 1910. 








First DAY—AFTERNOON SESSION. 


The President then called upon Mr. J. D. Shattuck, of Chester, Pa., 
to read the paper on the 


COMPENSATION OF REPRESENTATIVES, 
which that gentleman did as follows: 


Responses from 24 companies out of 100, to which questions per- 
taining to representatives’ remuneration were sent, brought out the 
following answers : 

Eleven companies said they 
had tried straight salary system 
with success. Two companies 
had tried commission system 
and preferredsame. Seven com- 
panies are using the combina- 
tion of the two to advantage, 
one company suggesting that 
they pay salary $10 per week 
and commission $1 for each 
stove and 25 cents per meter, 
but amount of work turned in 
must be equal to the sale of 10 
stoves, thus making a man’s 
weekly wages $20. 

One company said they con- 
sidered salary plus bonus paid 
at the end of the year far ahead 
of any other system tried. An- 
other company thought the most 
satisfactory arrangement was 
that under which the represent- 
ative received as a bonus 3 the 








/amount of the gas bills (of new customers whose meter applications 


he had secured) for the first 3 months. A system suggested by another 
company, called the ‘‘ Profit Sharing Plan,’’ is shared by all especi- 
ally deserving employees of the company. Each person on the special 
list of profit-sharers receives, at the end of the fiscal year, a sum equal 
to a dividend on his salary for the year, at the rate of dividend paid to 
the stockholders of the company, this sum being used for the purchase 
of shares to become the property of the employee. This plan has 
proven very successful in increasing the interest of the members, 
Two companies said they had tried bonus at end of year without suc- 
cess, but the majority had never tried the plan at all. 

Eleven companies do not make any extra compensation to the 
representatives for taking care of old business, complaints, ete. Six 
| replied that, asa rule, their representatives did not spend time ad- 


justing differences, as this work is usually attended to by special de- 


partments. Four companies pay extra for this work. 

Answering the question whether a representative spending of his 
time adjusting high bills, complaints, etc., should be paid for this 
class of work, 7 companies thought same was covered by regular 
5 have special men for this work ; 4 pay extra; and one sug- 
gested that extra amount paid for this work should be charged to 


| maintenance account. 


Six companies employ salesmen and educate them to work in other 
departments ; 13 do not ; one company has school in which employees 
of new business department receive special instructions, but are not 
put through other departments. Two other companies say they en- 
| courage their employees to familiarize themselves with the work of 


| | the other departments in order to become more efficient in their own 


| work, 

Seventeen companies employ special men to take care of special 
work who are paid straight salaries. One company spoke of having 
man with motor cycle ready each a.m. to do special work assigned to 


|him by manager of department, to save representatives jumping 
|aroynd a territory. 


| them salary and commission, 


One company empolys special men and pays 
Two companies do not have special 
men for special work, one stating that they train all salesmen to 
‘handle any proposition that confronts them. 

Ten companies prefer to employ trained salesmen from other busi- 
ness lines, Seven thought it best to take men from other depart- 
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ments of the gas company who are not trained salesmen. One com- 
pany said green men broken into business would be most desirable. 
Four have tried both methods with good results. 

Seventeen companies think additional business worth more than 
new business, at least the immediate profit greater. Four consider 
both equally desirable, and one thinks new business more profitable. 

Twenty-three companies advertise and follow up same with per- 
sonal calls with satisfactory results. One company does not do 
either. 

Fifteen companies replied that they have rules governing allow- 
ance made to salesmen for car fare, etc. Une company said their 
men report each day to indicate amount due them ; another said they 
allowed two or more tickets per day, according to territory assigned, 
and another said their men use bicycles, but are allowed car fare in 
bad weather, etc. Nine replied that they had no specific rules. 

Sixteen companies advertise, in view of helping representatives, 
through booklets, circulars, return postcards, follow-up letters, and 
personal letters to prospects, written by the advertising manager, 
and bill stickers, calling attention to representatives in district who 
would be glad to call upon request; 10 companies by advertising in 
daily papers, one company using Italian, Dutch and German news- 
papers once a week, and eight through personal calls, demonstrations, 
etc. 

The 24 companies were unanimous in their opinion that it pays the 
gas company and its representatives for the company to spend money 
for advertising ; one company stating that its benefits do not stop at 
selling the company’s goods, but has a decidedly favorable effect upon 
public sentiment of newspapers, to whom is paid reasonably generous 
advertising bills, as they will be very sure to say nothing inimical 
to the company without investigation, etc. 

Referring to question upon what basis tioor salesmen work and 
what is their connection to the representatives’ work, five are for 
straight salary and give credit to representatives’ prospects ; five for 
straight salary, but no connection with representatives; two for 
straight salary, and, if sale is not closed, representatives are notified ; 
five for straight salary and work in conjunction with representatives. 
One company allows their representatives to take floor duty and 
thus make appointments to meet prospects. Another company’s 
floor salesmen are on straight salary and commission on appliances 
sold. 

Sixteen companies are in favor of holding daily morning meetings, 


if short ; two companies saying short, snappy meeting and start direct ! 
from the office better mentally prepares the representative for his! 


day’s work than starting from home. Another suggested that it 
helped to systematize the man’s work, having details discussed, etc. ; 


also, men can see how they stand compared to their co-workers, | 


points being published on bulletin board. Five thought once a week 
sufficient for these meetings. 

Twenty negative answers that uniform compensation would not be 
practical all over the country for outside business, as localities pre- 
sented such diverse conditions. One company, however, thinks this 
method would bear consideration, and two companies thought it 
would pay. 

Twenty companies said they do not pay additional compensation 
for business obtained from competing companies, gasoline plants, 
etc., and putting dead services into commission, one of these com- 
panies stating, however, that they do pay a commission for the piping 
of old houses on mains which have been laid over a year, which in 
some few cases might mean the putting of dead services into commis- 
sion. Three thought it a good plan in some instances, and one com- 
pany said they have always done this. 

Referring to salary received by representatives’ assistants, the 
majority (seventeen companies) do not employ such assistants. One 
company said they employ filing clerk in this capacity at $40 to $50 
per month. Another manager said they paid about 30 per cent. less 
than to representatives. 

Six companies employ representative to each 10,000 population ; 3 
companies employ representative to each 15,000 population ; 3 com- 
panies employ representative to each 20,000 population ; 2 companies 
employ representative to each 25,000 population; 2 companies em- 
ploy representative to each 12,000 population ; and 1 company em- 
ploys representative to each 7,500 population. Several companies 
replied that the number of representatives required varies according 
to local conditions, business possibilities and territory operated. One 
suggested that representative shows far better results where he has a 
large field, aud that one good salesman can take better care of a terri- 
tory than three average poor salesmen. 


Salaries.—One company pays $50 to $100 per month. Another 
company pays straight salary plus bonus. After selling 15 ranges or 
water heaters, which is styled a handicap, representatives then re- 
ceive additional $2 for each range and $1 for each water heater, as 


commission over and above the handicap of 15. The companies figure - 


that a salary of say $50 a month pays for the first 15 appliances sold, 
and the representative thus receive a commission for additional sales. 

The plan most comprehensively set forth by several of the large 
companies is what is known as the ‘‘ Point System.” A point is given 
for each 1,600 cubic feet annual estimated consumption on any gas 
appliance. A characteristic table determining points is here shown : 


5 eR EID, cuca sc cvewccessecdanes 20 credits. 
es As case dams owmmes ass 25 CS 

De IEE: Goons! cen'esscebence’s #0 > ee 

4. High closets and shelves.................. 2 
i a tes itn ec SNe ii nei ens ah cn0s eS 

6. Old range connections ................eee Jee: 

7. Circulating water heaters............-... al 

8. Old water heater connections............. Bi. os 
III os Wine osama eoiesees se ae 
Be ED 5.9 00.00 vows ccevenes cece Bn a 
Ob. RINNE oa cncncdocesectecehyeuess he 
12. Furnace water heaters ...........-02-..0. mm 

13. Furnace water heater with radiators ..... Bo iy** 
14. Coal stoves removed, using gasexclusively 15 ‘ 
CC ola dcnwidite sate ddavghee ess. > 
16. Gas arclamps. ..... eetehe ie behead pes vue 15 - * 
17. Maintenance gas are lamps .............. ase 
18. Single burner gas lamps ..............+.. , * 
19. Sale of non-gas consuming appliances ... 04 ‘ 
Re OE ee ee eee as 
le lids va tne pave sens oses 5; * 
22. Connect house riser to meter.......... Pe. Faas 
23. House piping per outlet.................. iis 
ee XL eee eee aie 
25. Change position of appliance ............ oe 
i re clocks ony coneeeee kes a 
27. Complaints turned into office............. Reise 
28. Complaints adjusted... ................:. oJ, * 
29. Repairs to gas appliances................ ‘ler. per $1 
30. Repairs to gas lamps. ...... ..-.. (worth rep. 


31. Sales of hotel ranges, per section. .....To be estimated. 
32. Connect old hotel gas ranges, per sec.To be estimated. 
33. Special appliances ................0. To be estimated. 
34. Old special appliance connections ...To be estimated. 


The above consumptions per appliance may vary in various parts 











of the country, but is fairly good for the sake of comparison. Specia 1 
appliances should be given points upon test or estimate checked by 
some one disinterested in the representative’s record. 

A record is kept of each representative’s total points. With this 
record there are a number of ways of applying same to determine a 
representative’s salary, One company expects its representatives to 
reach at least 520 points per month, for which they are paid $52 and 
10 cents per point thereafter. If the representative falls below 52v 
points he must give a reasonable explanation or resign. In this com- 
pany } point is allowed for reconnects. If the representative is taken 
from his regular work temporarily he receives 25 credits per day. 

Another company uses profit sharing, determined by the point sys- 
tem, estimated from the revenue differentiating between additional 
consumption on present customers, new contracts and industrial 
fuel, etc., as per the following table and description : 


Points, 
Class A. Additional consumption (present consumers).. 5 
‘* B. New contracts (where service was not previous- 
OS OTe ae es ee 3 
«i IN. tastings be Seneisheieawees 7 
‘* C. Replacing service or equipment for old or new 
party (where formerly in use) ..... ....... 1 
‘* D. Present users (changed to other address)....... 1 


The above schedule shows us different classifications, arranged as 
to their relative value to the eompany. Take, for instances, Class A 
(additional consumption). Let us assume that a consumer who is 
now using illuminating gas is persuaded to put in a gas range, and 
the estimated consumption upon that range is $20 per year. Figured 
at 5 points, the representative is entitled to 100 points for securing 
this business. All other classifications are figured accordingly. A 
record is kept of the points secured by each representative, and, at 
the end of the month, it is determined what percentage each repre- 
sentative is entitled to, as compared with the total business secured. 
As an illustration of the above, let us assume that, for the month of 
December, there were 60,000 points of estimated business secured. 
We will further assume that one representative secured of that 
amount 6,000 points; that is, he produced 10 per cent. of the esti- 
mated business. Now let us assume that, for the month of January, 


—_ 











—_ 


Jan. 16, 1911 American Gas Light Hournal. 103 


the company has an increased gross revenue of $15,000, which we | | | tions. 

will say was due to natural causes and the work done by the repre- 

sentatives during the month of December. | Mr. Hare remarked that the important paper just read certainly 
We will now see how we are to pay the representatives. 


We will | should be of vita! interest to the large majority of those present, whom 
assume it is agreed by the company that the representatives are to | he took to be salesmen working under one or other of the various 


have 5 per cent. of the company’s increased gross revenue, as a/| systems presented by the author. The point system appealed to him 

bonus. Thus 5 per cent. of $15,000 is given them, $750 as bonus! personally, in that it was so flexible; but this was to have an ex- 

money, to be divided among them according to their percentage of | pression of opinion regarding the various methods of adopting this 

the business secured. Thus the representative above mentioned hav-| point system suggested in the paper. Mr. Shattuck said, allowing 

ing secured 10 per cent. of the business in December, would be en- | one point for every 1,000 cubic feet of gas consumed by a given ap- 
| 


titled to 10 per cent. of the bonus money secured in January, namely, | pliance, was by some companies considered a fair method of com- 
$75, which would be paid him February 5. 








The paper isin your hands. We shall be very glad to hear 
| from any member. 


puting the salary to be received by the salesman. They all believed 
In addition to the bonus, representatives are paid a flat salary of | _ that business secured on existing lines of mains, was much more pro- 


$60 per month. Thus you will see that this man would receive for | | fitable business for the gas company than the business secured which 
his December work a salary of $60, plus a bonus of $75, or a total of | | required for its securing an investment 


$135. ia greater number of points for the water heater placed in a house 

You will observe that the work and business secured by the repre- | | where™ a gas range already is used, than for the same water heater 
sentative in the month of December ought to show in the company’s | mere in a house where no fuel line existed. That he should like the 
increased revenue during the following month of Januayy. Between | men to bring out. And it seemed that the men who should take up 
the first and fifth of February, from the books we can determine the | this discussion so as to enlighten others on these subjects, were the 
amount of increased revenue; therefore, we are then able, by the ‘salesmen, or the men working under one of these various schemes. 
fifth of February, to make settlement as outlined. | It would be extremely interesting and profitable to the speaker to know 

A third starts a representative at $50, who must make 500 points a | how they felt as to this question. He thought every man in the sell- 
month, and, if he makes 600 or better for 3 months, he is raised $10 ; | ing end of the business deserved to adopt the fairest method of liber- 


and $10 again, if he goes to 700, and so on up. If he cannot main- | ally paying those who were really accomplishing results. At the 


tain his maximum stand, his salary is cut on the same schedule as he | same time he did believe they wanted to establish some method of 
receives increases or he is dropped. 


A fourth assumes a portion of time is spent in adjusting claims, 


Why not, therefore, allow 


/competition which would eliminate for all time any thought of fav- 


| oritism which under certain systems of compensation had undoubt- 
etc., and that a fixed sum of $25 to $35 per month should be guaran- edly crept into the minds of at least some of the selling force of cer- 
teod representatives for this and points added thereto. 


General.—It is usual to credit representatives with orders taken at 
the office, when it is clearly shown by the prospect’s records or cus- | 


. . . ° e . } 
tomer’s inquiry for particular representative, to give the same credit | 
for the office sale. 


tain companies. 


Mr. Stiegler said he would like to hear how they were to determine 
the work of a special salesman or of a new business man. 
Mr. J. P. Hanlan believed the point system possessed sufficient 


good points to have it used as a basis for paying salaries to representa- 

Some companies discriminate between business landed on new ex- | tives. They tried the point system in Newark and Jersey City, N. J., 

tensions and allow a smaller range of credits for such business, Swratacsnit nce respectively 40 and 25 men, as a medium for distributing 
generally one-half. | 


| prize money in addition to the regular salary. Contrary to thought 
Where representatives are assigned particular territory, they are |the men having the best range and water heater territory did not 


not given credit for business secured in other territories. In some | have a monopoly on the prize money, for it was distributed among 


cases, however, they are given half credit and the representative in | several of the offices in the divisions and a share of the prize money 
whose territory the order is secured given the other half. 





| was won several months by men working tenement territory. That 
It is customary to charge a representative with the number of | was explained in the fact that these men secured house piping, meters, 


credits earned, if an order is made void and also if the appliance is| etc., enough to more than balance the.-men » working in good range 
discontinued or removed within 6 months after the completion of the at water heater territory. 
work. This is deme t6 penalize the representative for forcing | Mr. Joyce said their Company had tried straight salaries from the 
sales. 'time of organization of the department up to perhaps a year ago, 
The point system, whatever its other merits, is most excellent to | when change was made to the commission and salary plan. Prior to 
indicate to the new business manager or the general manager the | \that a profit sharing system was established by the Company. The 
value of the representatives to the company. It is also a pretty good men w ho benefited by this profit sharing were those who had been 
indication of the company’s future increase in business. in their employ a year, whose work had been satisfactory, and this 
The point system seems to be a source of competition and enthus- | | profit sharing amounted to 9 per cent. of the men’s earnings for the 
iasm among representatives, stimulating them to further efforts. | year. The money was used to purchase preferred stock in the Massa- 
Under this system it is possible for representatives to earn remuner- | ‘chusetts Gas Companies, paying 4 per cent. annually. 


ative salaries. It is also good for the companies, in that they do not ideal system for both Company and representative. It proved a man’s 
begrudge salaries when they see such a clear method of determining | worth from a salary standpoint. If faithful and ambitious he will 
a man’s value. It also enables a manager to quickly eliminate men | work for his commission, knowing the harder he works the greater 


that are not fitted for salesmen. will be his gain in the profit sharing of the Company. It gave the 

Summing up the above, it would seem that there are variations | man a vital interest in the affairs of the Company, and greater in- 
enough in the “‘ point system” to handle representatives working g | centive to work, for he realizes that, as he is a profit sharer in the 
under most all conditions. If straight house-to-house canvassing is 


‘Company’ s success, the greater his earnings the greater his share of 
being done on an inspection basis, a certain sum per month to cover | the annual profit. As for straight commission there were many weeks 
this, plus points for business landed, could be employed. If men are | when business is necessarily dull in certain districts, and they cannot 
taken from their regular work for some special work, credits cover-| keep good men unless they are compensated for their work. The loss 
ing the time they are off, based on their usual salary earning, could | of men from a department means breaking in new men, which costs 
be allowed for such time. Expert salesmen, limited to. certain busi- | ‘money, for he believed that a new man in a department was worth 
ness, such as industrial, with few opportunities, would have to be little for the first 3 months. Bonuses paid only at the end of the year 
taken care of on straight salary. Even then, the business is so large | he did not believe practical, remembering the salaries paid the aver- 
in nature that the compensation is considerable, the general theory age representative. He needs his money to live on, and a year in 


being that a company is justified in spending 10 cents for representa- | most cases seems a long way off. Their representatives took care of 
tives for every dollar additional annual gross revenue that it can complaints in all save special cases. This part of the work was cov- 
obtain. 


\ered by salaries. Special men were paid salaries and commission. 


| Mast of their men had been employed as salesmen in other lines be- 
The President—I detained Mr. Shattuck because I knew that on | fore coming to them. They advertised liberally at certain periods of 


this paper there would be some discussion. With, I think, 25 com- | the year, and sent out letters, following them up by representatives, 
panies answering his communication, as far as I can see from his} ‘and also return post cards. An advertising campaign certainly paid 
paper everyone of them has a different way of paying its representa-|and was decidedly a great help to the representative. The letters 
tive, so there ought to be some difference of opinion on these ques-| often serve as introductions to the representative when he makes a 


It seems an 


Discussion. 
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call, and it was very much easier to see the prospective customer. 
They employed no men on the floor, the Company having no store of 
its own, as their business was taken care of by the Boston Gas Appli- 
ance Exchange. Their representative when he found a prospective 
customer, and got him interested to the point where he was ready to 
buy, or to request an estimate for appliance, piping, lights, etc., the 
prospect was then turned over to the Gas Appliance Exchange for 
estimate, the salesman, of course, keeping in touch with the case un- 
til the sale was made. Even later on the salesman called to see that 
the appliance worked properly and that there was notrouble. Their 
department was divided into sections, each in charge of a leader. 
Each morning meetings of each section were held with the leader, 
from 5 to 15 minutes before they left the office; these times prospects 
were discussed for the day and questions on information account 
were discussed. He believed that properly conducted meetings along 
these lines were of the greatest benefit to company and representative. 
The latter's mental attitude towards his work was bettered, because 
he left the office with the thought of his work fresh in mind, They 
also had weekly meetings of the entire department, presided over by 
some member of it ; each man presided in turn. These sessions helped 
greatly, in that they kept the members in touch with each other’s 
work. Asa rule a department officer was present to make a short 
speech along some special line. Employing, as they did, 25 to 40 
representatives, the number differing at certain times of the year to 
cover a population of about 500,00). The number of representatives 
varies according to local conditions and business possibilities, and he 
believed that men and the Company get more out of a thoroughly 
covered district, and keeping in closer touch with than a larger one 
only covered in superficial way. The representative should know 
his district and its people thoroughly, for to its residents he is the 
company. Having gained their confidence they tell him their troubles, 
and if they wish to purchase an appliance they will send for him. It 
seemed the point system was somewhat complicated. In places where 
appliances and lamps were on a rental basis, the salesman could 
make a good showing, as figured by Mr. Shattuck. In Boston they 
were alone in the field for either lights or appliances, and he sup- 
posed a like condition existed elsewhere. Quite a number of con- 
cerns were selling both. All their goods were sold for cash, short 
connections being paid for by the purchaser. They gave no credit 
for repairs to connections of old appliances or non-gas-consuming 
appliances. He thought the combination of salary and commission 
was the best, the salary giving the man a surety to inducing him to 
work all the harder for the commission. The best work was done by 
men who were satisfied with the existing conditions. On the double 
basis a man knew each week he was sure of something, made the best 
worker. In any event it was a simple matter to get rid of the dawdlers 
or trifiers. 

Mr. Ewing said he thought something on the compensation ques- 
tion had been overlooked. Most salesmen were men endeavoring to 
work for the company at a profit. If men could sell goods for them at 
a profit, why not gauge the salary by the profit they make for you? 
He thought that was perfectly reasonable and sane. He realized they 
were selling gas, but if they could sell at a profit appliances that con- 
sumed gas, were not such men worth in proportion to the profit? 
They had something tangible to put a finger on instead of an esti- 
mated something. Of course, many companies did not sell appliances, 
but somebody had to sell them, the somebody having to expend some- 
thing in selling them. He thought men should be paid a commission. 
If one had a revenue from the sale of appliances, to credit of an ap 
pliance department, why was not a man worth to them in proportion 
to his ability to earn money? He thought they could pay them well 
over $20 per week, provided they will afford to make a commercial 
profit worth while. 

Mr. Young was sorry he could not claim any credit as a contributor 
to ag nel but he had read it with interest and it had greatly clari- 
fied his i . He, however, would read a few notes on the subject. 
The compensation of the salesman was a difficult problem in the com- 
mercial departments of gas companies, the desire to arrive at a basis 
to remunerate the men commensurate with their ability to sell goods, 
taking all branches of the new business department, and their en- 
thusiasm in their work on edge. He believed the straight salary plan 
was antiquated, for while a man might be a hustler at times his in- 
terest flagged under the method, but with a bonus of some sort inter- 
est in his work did not flag. Im Newark for 2 years they gave a 
straight salary — a monthly prize on the point system with very 

ood results. They gave cash prizes every month to five who scored 
the highest number of points. hile that was good, they noted when 
the majority found they were not in the running they seemed to lose 
interest in the competition. His conclusion, after looking over the 
various methods, was to continue the present salary system, the latter 





being increased as to length of service and ability of the men, and 
giving such a monthly bonus as it was figured the department would 
stand. The method of paying men $10 to $15 a week, plus a larger 
commission, he thought was poor policy, as the more ambitious ones 
were liable to leave when, the season being over, the commissions be- 
came smaller and the work harder. Where there are regular floor 
salesmen, he thought a small bonus should be paid, that plan seem- 
ing to bring out the salesman’s best qualities. 


Mr. J. Burke asked the writer of the paper if, in the larger cities, 
it was thought necessary to have salesmen both on the floors of dis- 
play rooms and also outside. The point he wished to determine was 
how they were to give proper credit for sales worked up on the out- 
side but consummated in the display room? The man on field work 
encourages and really originates a certain sale, yet in many cases he 
was not able to close the sale until the party visited the office, to see 
it and have its working demonstrated, whereupon the office force 
closed the deal. Who got the credit for that sale? The one on the 
outside or the one on the inside? If they keep a record of the sales it 
was only just that the starter should have a share as well as the one 
who closed it. 


Mr. Blyler—We have had much experience in that premises. We 
give credit for a floor sale and have adopted a system of sale credits. 
For example, one may sell an article with a prospect for additional 
business. Having sold a stove he may have expectation of selling a 
water heater; again, although he may not sell a stove, he is angling 
for a customer that he believes he will catch in short time. The card 
record he mentioned is turned into the office, which ecard is good for 30 
days. Say a solicitor in talking to Mr. Smith is trying to sell him a 
gas range, and Mr. Smith returns within 30 days, making a purchase 
on the floor, the solicitor can claim his credit, for he has evidence on 
file entitling him to credit for the sale. That system works out better 
than anything else we have tried. 


Mr. J. P. Hanlan—We have tried successfully in our Newark terri- 
tory the method of crediting a representative for office sales through 
a similar prospect file. Their time, however, was 2 weeks. A cus- 
tomer who came to buy a range or any other article, gave the repre- 
sentative a prospect for it, and if it is shown that the call was made 
within 2 weeks the salesman got credit without question. He be- 
lieved they should be liberal in giving the men credit for office sales. 
Were he in an office, either large or small, out of which a man went 
to see a party, even though he did not visit him on account of the 
article that he bought, but could show them he had honestly tried to 
sell some article, he favored giving credit for it. They should not 
draw the line too closely for those selling goods outside. That job 
was hard enough, and if it could be made easier by giving credit for 
things to which they were entitled, such credit should be given. He 
didn’t believein giving undue credit for sales, but he did believe they 
should give the salesman the benefit of ‘the doubt. 


Mr. O’Donnell wished to bring out an idea as to the point system. 
He thought it was well to regulate a man by points in the consump- 
tion of gas on a certain appliance. The salesman who endeavored to 
sell a gas range or water heater probably would collect $5 or $10 on 
the appliance, so under a certain system, if in 60 days’ time, the order 
was cancelled, the points being taken from thesalesman. He believed 
a salesman who sold appliances of any kind, and collected a certain 
amount of money on it, showed clearly and plainly to the company 
he represented that he had used his best work to make the appliance 
stick. One could not tell what would happen consumers. They 
might get out of work, or they would not have any money to pay for 
the appliance, and he believed the points should not be taken from 
the salesman in cases where any money had been collected on the 
appliance sold. 


Mr. Hare remarked they were just beginning to get somewhere, as 
Mr. O’Donnell was the first salesman to say anything on the subject. 
As long as the employers of salesmen don’t work under any of this 
point system he didn’t think they were the best judges as to the value 
of the system. He would like to hear from other salesmen. 


Mr. Baker—Since Mr. Hare wished to hear from the salesmen he 
would say that he disapproved with the point system of compensa- 
tion. He thought it was for companies employing competent sales- 
men to regulate the salaries according to worth. One objection, he 
thought, to the point system was that at all times they must have 
cordial relations between companies, consumers and salesmen, for 
when it came to regulating a salesman’s compensation by the point 
system, misunderstandings as to this credit of 30 or 60 days, floor, 
office sales, etc., creep in to weaken the relations that should exist 
between the employer and employee. Speaking from this <- 
the point compensation system did not meet his approval. e be- 
lieved that any liberal compensation to competent employees was the 
better plan. 

Mr. Rushin endeavored to ease Mr. Hare’s pain respecting the sales- 
men ; he would say he had a poor opinion of himself as a commercial 
agent, but he believed he was a good salesman for he had earned his 
living for a greater period acting in the latter capacity than in the 
former. He thought all agreed with Mr. Barbour’s ideas in saying 
we should sell something good. Mr. Roper also emphasized the fact 
that we should have a good appliance, but nothing had been said 
about paying salesmen in proportion to the sum the appliances sold 
for. is idea of paying representatives of gas companies was that 
they were paid to sell an appliance to consume gas. If everybody 
differed with the speaker, he would, however, continue to be a crank 
on selling good goods. Nothing was too good for them in Atlanta, 


The better the goods the more their satisfaction, cost not being con- 
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sidered. Accordingly if any of the manufacturers had anything ex- 
tra good, or high priced, they could find a market in the sunny South. 
He had been selling appliances from his youth and he preferred to be 
paid according to the cost of the appliance. Whenever that system 
was adopted then they could force the representative to sell the cus- 
tomer a good article, and when the latter went in the complaint ex- 
pense decreased. He thought the poorest commercial agent they 
could employ was the man who sold many inferior articles, the profit 
from which was ultimately wiped out in the complaints account. 
His idea was to pay a percentage on the cost of each article sold, from 
a burner tip toa gas engine. Then the solicitor would sell a good 
article, and if your representative be not afraid of you (they were not 
afraid of them in Atlanta) he would worry you greatly or cause you 
to buy something costing a lot of money that he might get a large 
commission thereon. He was not discussing Mr. Barbour’s paper, 
but he wanted to emphasize it that manufacturers had to make a 
better article roe, we made in the past, because the public demand 
is for something high class. Coming to the point where they had 
enamelling kitchens and everything spotless, then put a little $10, $15 
or $20 dirty stove over in the corner, it was not right. Whenever 
they get to selling gas ranges on the high plane coal and wood 
ranges are sold, retailing from $50 to $150, and whenever the solicitor 
or your representative is put on the commission basis paying a per- 
centage, he will sell the highest priced range possible. If such solici- 
tor were kept from selling a person more than the latter was able to 
pay for, or ranges orappliances were returned to the office before same 
were paid for, the amount could be deducted from his regular com- 
mission. Thus you forced him to look after your collections and 
you kept him from being dishonest, were he naturally inclined to be 
so. At least you would get the money for the appliance. 


Mr. Young, referring to the previous speaker’s plan of paying on a 
commission basis, asked how to take care of a disgruntled consumer 
that they wanted back, who had no appliance? There was no method 
of inducement to the canvasser. He would go after large business 
ac large amounts, and would not pay any attention to the small 
fellow. 


Mr. McLeod thought that a point that had not been touched at all 
upon was the attitude of the public toward the company as taken care 
of by the salesman. If they were to have compensation by the point 
system, the solicitor was naturally going to try to sell appliances, 
since those were the things that brougbt him credits. He was not 
going to spend much time over a disgruntled consumer. In South 
Bend they were trying a scheme, the success of which was problem- 
atical, owing to the short time they had it in operation. However, 
he would venture to tell just what they were doing. They divided 
the town into territories and kept a card index record of every ap- 
pliance that went into a territory. It made no difference whether the 
salesman sold it himself or whether the sale came into the office. 
Their idea was to make a consistent increase in each territory every 
year on every appliance, the theory being that if the salesman took 
care of complaints in his territory, people living therein had a good 
feeling toward the company; wherefore they would sell more ap- 
pliances and gas in that territory. 

Mr. Clark—The last gentleman just spoke of a factor that some- 
times they lost track of, which was how much interest the salesman 
took in the appliance and its operation after it was placed in the dis- 
trict, and what effort he made to see that it was used economically 
and intelligently. They had laid many shortcomings to the stove, 
its construction, etc., that were largely due to the lack of knowledge 
of how to operate it. It was a question whether they should not con- 
sider that part of the salesman’s business was to see that the stove 
was being properly operated. Such policy would offset some of the 
cancellations within a month that had been noted. He thought some 
customers were not visited at all after the sale is made, which was en- 
tirely wrong. There should be some system, perhaps the use of de- 
—e from the office, to keep the appliance in use after it was 
placed. 


Mr. Burke thought that the practice of following up the appliances 
after they were installed a very good one. In selling a gas range 
he called about 2 weeks after it had been installed or just when the 
woman had a chance, through operating it, to find out likely trouble. 
Usually by that time their demonstrator had shown her the working 

arts of the range. He had experience in the inspection department, 
in making a thorough inspection of the majority of the ranges in use in 
Philadelphia, and found that oftentimes the calling back succeeds in 
causing the range to stay sold. The other day he called on a con- 
sumer who had installed a water heater, and just because some water 
had been dripping out of the connections the purchaser was on her 
way to us to cancel the order, claiming the water heater was imper- 
fect. The shop man called there and adjusted the appliance properly, 
tightened the connections, and the heater remained. He thought the 
salesman should follow up the installation of any and every appli- 
ance to be sure the consumer was Satisfied. As to the gas range, 
oftentimes when one called again they would naturally refer you to 
someone else who is thinking of getting a range upon having seen 
the satisfaction others had in the use of such appliance. 


On the call of the President, Mr Shattuck, in replying to the points 
brought out in the debate, said a few years ago all salesmen were 
called canvassers, and the managers did not know what they were 
worth. Anywhere from $50 to $75 was thought a good salary. This 
point system had been the best thing to brace up the manager towards 
increasing salaries that had come to his attention since he had been 
in the commercial business. Some of their men were earning well 
over $100 a month, Replying to Mr. Steigler’s question, when a 





salesman brought in so many points that they were indisposed to pay 
him according to the points shown, generally resulted in that man 
being made business manager, or receiving other good promotion. 
Many of the questions asked are more or less answered in the paper. 
He believed the point system perhaps should not be adhered to strictly, 
for he thought there were many ways in which it could be varied to 
meet the local conditions, yet he considered it an excellent founda- 
tion to convey an idea of what the solicitors were doing. He thought 
it was good for the salesman ; it called the manager’s attention to him 
in many ways. He thought it a good plan to sell the best appliances, 

although it was even possible to overdo that. If the salesman gets a 

small payment on a very expensive appliance he might do more in- 
jury than good. One might have a system of a certain uumber of 
points on a standard gas range; then if that were more than a stand- 
ard gas range an additional commission. They followed that in the 
fixture business considerably. For instance, supposing one had a 

pointon an outlet on each fixture (say a 2-light fixture costing over 
$10), then, say, 5 points, or a point on each dollar additional that the 
fixture might sell for. In that way we gave a bonus for selling the 
better class of goods. A way of tracing sales made on the floor is of 

advertising the salesmen, so that the public, on coming into the gen- 

eral office, ask for them. Another way is to print the salesman’s 

photograph on a small slip going with the gas bills in the district in 

which the salesman operates. The public get to know that man by 

his features, so when they come to the salesroom he is asked for. He 
believed in allowing fullest credit for sales on the floor, if they could 

be traced in any way to the salesmen in the field. 


The President introduced Mr. C. W. Hare, Manager New Business 
Department, United Gas Improvement Company, Philadelphia, who 
read the following paper on 


SERVICE. 


The service a gas company renders, and by which it is judged in 
any community, depends upon so many factors that absolutely per- 
fect service will ever be difficult of attainment. In order, however, 
that we may at all times hit high at the mark of perfect service, let 
us consider for a moment some of the salient factors entering into 
the same, beginning at the point where the citizen applies for gas; 
for it isat this point that the employees of the gas company first 
come in direct contact with the prospective consumer. The order 
clerk, at the outstart, has infinite opportunity to create an unfavor- 
able impression by taking it for granted that the customer under- 
stands the rules and regulations governing the gas company, which 
he is employed to explain and carry out. Infinite patience is one of 
the essential qualifications for this employee. 

The next time the customer comes in contact with the employees 
of the company is when the meter is set and the gas turned on. Un- 
less the fitter is thoroughly trained, and has already had instilled in 
him the necessity for courteous behavior on the premises, he is apt 
to make a poor impression. Then comes the salesman, and unless 
he has been backed up with proper service on the part of the manu- 
facturer, by being supplied with efficient appliances for both light 
and fuel, he is unable to offer the prospective purchaser appliances 
which insure good service. Provided, however, the manufacturer 
has done his share of the work, it then becomes the duty of the sales- 
man tosee that the proper sale is made. He should not supply an 
article for which the purchaser has no real need, nor an article the 
price of which is beyond the consumer’s purse, but the right article, 
in the right place, for the right consumer. 

This branch of the work being successfully executed, the installa- 
tion of the appliance is turned over to the fitting department. Un- 
less the fitter is thoroughly trained in the installation of all types of 
appliances, both for fuel and light, he is very apt to leave a job from 
which complaints arise. Supposing, however, that the installation 
is a perfect one, the consumer must still be guarded against any pos- 
sible trouble in the use of the appliance. This can only be done by 
perfect maintenance. : 

Here, then, we have four factors entering into the plan for efficient 
service—the order clerk and the salesman, the fitter and the main- 
tenance man. How toinsure these various employees handling their 
various jobs in a manner to render the best service to the consumer 
at all times is the problem which has not yet by any means been 
solved. 

With employees of various departments acting under separate 
oflicers, and yet all at one time or another reaching the public, it is 
exceedingly difficult to maintain equally good service from the 
holder to the burner. It would, therefore, seem better at first glance 
to have all employees, whose work at any time or in any way brings 
them in contact with the public, directed by one chief. The difficulty, 
however, of securing the proper chief for such a position is a very 
serious one—so serious, in fact, that in most instances several chiefs 
have been appointed. 

The advantage of having one chief, instead of three, is that, if you 
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have the right man, his personality and ideas permeate the force 
from one end tothe other. This must necessarily be so. If you have 
three chiefs, with different personalities dominating their respective 
force from necessarily different view- points, the result is that the public 
is generally approached by three individuals, trained along different 
lines, and each with different ideas as to how the individual con- 
sumer should be treated. 

As long as such a system lasts, just so long will it be difficult to 
maintain first-class service at all times. I do not for a moment say 
that under one chief complaints would not arise; but I do believe 
that, under such an organization, there would be less possibility 
of misunderstandings creeping into the carrying out of the general 
policy of the company. By selecting one man, and placing him in 
general charge of all employees whose work brings them in direct 
contact with the public, I believe a great step forward in giving good 
service would be made. 

In my opinion, this man should be the commercial man, because I 
think it is evident that the very nature of his work makes him more 
vitally interested in giving good service than is the engineer. Un- 
less the sales made by his force of salesmen, and the orders taken by 
his order department, are backed up with prompt and intelligent in- 
stallation and maintenance work, his sales are bound to suffer, as is 
also his prestige with the company. This is not true to the same ex- 
tent of any other department of the company. 

It may be argued that the commercial man, in his effort to increase 
sales, may so increase the gratuitous account as to make it out of all 
proportion to the revenue derived from increased business. I claim 
it is better for a gas company to err on the side of doing too much for 
the consumer than too little, and that the commercial man, if he 
realizes to the full the difference between a thoroughly satisfied com- 
munity and one but half satisfied, is more apt to know when and how 
much to do for the consumer than the engineer who has been trained 
chiefly along technical lines. 

The engineer tells me: ‘‘I am pounded by my engineering chief to 
keep the cost of service at a minimum, and I am pounded by the com- 
mercial department to give perfect service ; how can I do both at the 
same time?’’ My answer is, give as perfect service as is possible, first, 
last, and all the time. 

We cannot, of course, expect to have this perfect service or a satis- 
fied community, if promises made over the order counter are not kept 
by the shop. Given a reasonable schedule for the completion of work, 
it seems to me it necessarily follows that this schedule should be in- 
variably maintained. At all events, if local conditions are such that 
delayed orders are rather the rule than the exception, have this clearly 
understood at the order desk, so that an inquiry on the part of a cus- 
tomer may be met with a truthful answer. If it is taking the com- 
pany 8 days to connect a gas range, then let 8 days be given as the 
time required for the fulfilment of this class of order. Do not have 
your order clerk give 3 days as the time limit required to fulfil a 
given order unless he is definitely certain that this promise will be 
made good. 

I wish to say emphatically that the word given for the company by 
the order clerk is the word of the company given by its president, 
and that, unless it is so regarded, one can never expect the employees 
down the line to appreciate the seriousness of fulfilling a promise. 
Far better would it be for the order clerk to state to the consumer 
that his company requires from 5 to 15 days to complete an order 
than to openly exploit a schedule based on a one to three day service 
with the knowledge that such a schedule can never be maintained. 
This schedule work can so easily be made a sham, and is so often 
made a sham, I am sure you will agree with me that too much atten- 
tion cannot be given to the subject in general. 

I myself do not see why it is not possible in most instances to work 
under a quicker schedule than many gas companies do at the present 
time. It is certainly true that the larger central stations are bending 
every effort not only in the direction of efficient, but prompt, service 
They have already found the increased cost attendant upon . quicker 
schedule pays many times over in the additional consumption by the 
various appliances sold and in the better feeling engendered in the 
minds of the consumers. 

Put out of your heads forever the thought that the department that 
shows fora given period the lowest cost per order must necessarily 
be the best-run department. If you want to ascertain whether or not 
a company is well managed, look first into the stere and into the 
home ; find the sentiment existing there; see whether or not the ap- 
pliances are well maintained, and then go to your record of costs. 
Where perfect service is rendered you may find the cost slightly in 





excess of the cost for imperfect service—for the service which only 
hits the high spots and leaves, like the careless housewife, dust heaps 
under the sofa, where they are out of sight to the ordinary observer, 
but which, little by little, may cause sickness and infinite trouble. 
Give good service first, and all the time, and ascertain what it costs 
to reach this standard. 

I have heard engineers say: ‘‘The record of A is better than the 
record of B, because A’s cost per order is less than B’s cost per order.”’ 
And yet you will find that B’s community had more efficient service, 
through the ability of the individual fitter to finish his job while on 
it; whereas in A’s community, due to too hurried work in the first 
instance, several orders were required to be issued before the job was 
successfully disposed of. 

We are all doubtless trying to render perfect service at all times, 
but it is equally true that many of us are falling far short of the 
mark. It is not with what service sometimes is, but with what it 
should always be, that this paper deals, and I would appreciate a full 
expression of opinion as to the feasibility and advisability of over- 
coming poor service in the manner specified above. 

If, however, we must still deal with three personalities, as is the 
case in most large companies to-day, let us see what can be done to 
mold these three personalities into one. Suppose you have in charge 
of the new business department a man most anxious to increase, and 
capable of increasing, the sales of your company, one who fully 
realizes that this cannot be done unless he is backed by good and 
prompt service. How is he going to get that service? The distribution 
department forms a schedule, but how can he see that t he schedule is 
maintained? 

If reports come to him that the fitting department is behind in its 
work, he has not the authority to go to the foreman and say that his 
job depends upon the fulfilment of the promises made by him and his 
men; he must go to the chief of the distribution department and 
register his complaint through him. The chief of the distribution 
department is naturally anxious to run his department at the mini- 
mum of expense, and gives first consideration to a low cost per order. 
The manager of the commercial department is not as vitally interested 
in seeing that consumers coming to the complaint and order counter 
are quickly and courteously served as is the manager of the new busi- 
ness department, because the very basis of the success of any new 
business department must lie in the satisfied consumer. If the em- 
ployee of the commercial department has given too hast y an answer, 
and the employees of the distribution department have delayed in 
the fulfilment of the order, what chance has the salesman to make 
sales? 

There are many other reasons constantly cropping up in the work 
of every day that show how difficult it is to have the employees of 
these three departments stand squarely on the common ground of 
good service. The new business department must stand on this 
ground, whether it wants to or not. 

To return, therefore, to the question: Given three chiefs, how can 
we secure the best service? In only one way in my opinion, and that 
is by having the spirit of good service so inculecated in each one of 
the three that the same insistent orders for good service will be issued 
at all times by all three, and not only issued but carried out. If the 
foreman of the distribution department recognizes that his job de- 
pends not nearly so much on the keeping down of the cost per order 
as it does upon fulfilling the order promptly and satisfactorily ; if the 
complaint clerk realizes that his job depends not nearly so much on 
answering a large number of complaints in a limited time as it does 
upon the satisfying of each consumer, no matter how long it takes ; 
and if the salesman realizes that his job depends not nearly so much 
on making a record number of sales (with a corresponding record in 
the number of cancellations) as it does upon his ability to constantly 
increase the sale of the right appliance in the right place, we may 
then be certain of a vast improvement in the quality of our service. 


Discussion. 


The President in inviting discussion noted that Mr. Hare had 
touched upon a very important subject, but before opening the sub- 
ject to general discussion he wished to call upon a gentlemen present 
who was connected with a sister industry (the telephone service) as 
manager of its commercial department. He had great pleasure in 
calling upon Mr. C. T. Keller, General Com mercial Superintenent 
of the New England Telephone and Telegraph Company. 


Mr. Keller, who was vigorously applauded upon taking the floor, 
remarked that he felt somewhat like a butter-in. But he enjoyed the 
discussion on the last paper, and thought it one of the best he ever 
listened to, and he had attended many other conventions. In fact 
occasionally he wished to arise and emit a whoop of approval over 
some of the remarks. He felt what they had done in their business 
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must be of some interest to other large corporations because, when 
all was said and done, that which they were trying to do had many 
features in common. Their respective companies both sold gas, of 
ditferent kinds, of course. However, during the debates he had 
jotted down impromptu thought. The telephone companies through- 
out the country had for years been confronted by the question of 
organization in very serious manner, and evidently the gas companies 
were in like condition. Studying the essential fundamentals of their 
businesses, there was no reason why the experience of one should 
not be of value to the other, for the points of touch with the public 
(salesmen, order clerks, installers, maintenance men and collectors) 
were the same. Early in the controversy that raged 24 years ago 
amongst telephone companies as to relative benefit of unit and func- 
tional organization, it was discovered that both were essentially 
alike, the difference practically being the point at which the different 
functions converged. It was found that the manager of a telephone 
exchange was in reality the head of a functional organization. He 
combined the installer, the solicitor, the maintenance men and the 
operator. In the Boston division, taken as an example, they had, to 
August Ist, 1908, a unit organization, coming to a head in the divi- 
sion superintendent, who had under him 5 functions: Contract, col- 
lection, maintenance, installation and operating. Thus theoretically 
he had direct charge of all relations with the public, and while theo- 
retically this was satisfactory ; practically it was not. Their division 
superintendent (a man of unusual capacity) was loaded with such an 
enormous amount of detail that the personal touch which was hoped 
for was necessarily lacking. Instead of one head there were in reality 
five heads. August 1, 1908, the entire company was set up on the so- 
called functional or three-line basis, divided into the following de- 
partments: Commercial, which had entire charge of contracts, col- 
lections, adjustments and general relations with the public and the 
making of rates over the 4 Northern New England States: plant, 
which built and maintained the entire plant; operation, which ope- 
rated the plant. In reality a fourth function, composed of account- 
ing, which came under the auditor. One can easily see that neces- 
sarily all of these functions were in more or less close touch with the 
public. To avoid the serious difficulty on which Mr. Hare touched 
(having the four departments pull apart), the heads all down the line 
were constantly meeting in conference, with the result that to-day 
they regard the functional organization a proved success, because it 
effected considerable economies in operation, had improved their re- 
lations with the public in general and the subscribers in particular 
far beyond anything they hoped to attain. Practically, every tele- 
phone company in the United States, with the Western Union Tele- 
graph Company as well, were now set up on the functional plan, and 
all the representatives of the companies he had seen are loud in their 
praises thereof. The explanation of the success seemed very simple. 
Formerly their representatives, down to the local manager, were torn 
in three different directions—plant, traffic and commercial—with the 
result that they had some good plant, commercial and traffic men, 
but pec none were equally good in all three. To-day they 
were gradually building up a corps of experts along specialized lines, 
by which selective means they were not only getting a better lot of 
men, but were also enormously increasing their enthusiasm by speci- 
fically defining their responsibilities and powers. In closing the paper 
Mr. Hare mentions the difficulties attending the plan of three heads 
jointly deciding on a single plan, then carrying it out equally along 
the different lines of organization. That plan with them had been a 
success. Where they found petty jealousies that occasionally came 
between men they told them that if any more trouble in that particu- 
lar district was developed they would discharge them. The plan had 
resulted in harmony. 


The President here invited general discussion on the paper. 


Mr. Clabaugh said Mr. Hare stated that the preceding paper was 
a most important one, and they now differed with Mr. Hare, in that 
his paper, in most concise way, embodied all that was in the other 
paper. To-day they knew publie service corporations had to give 
good service, in fact, the better the service the larger would be their 
business. Mr. Hare, however, spoke of having three heads, which 
seemed to the speaker an utter impossibility. They might have a 
foreman, sub-foreman and chief clerk, but there should be someone 
to whom the others should report. In their distribution department 
the technical man was supposed to take charge. The commercial 
division was under the care of the commercial man, and all orders 
for sales in the distribution of gas emanated from the latter depart- 
ment. The commercial man was the one who came in contact with 
the public; and it made no difference how well they might work to- 
gether (which they should always do), the commercial man should 
be absolutely in charge, the technical man reporting to him in the 
distribution end of the business. If this were not done they would 
have conflict in the office. Jealousies would naturally arise if the 
commercial man could not tell the distribution department people to 
do so-and-so. One man should be in charge of the business. The 
distribution department may have certain times set for the connec- 
tion of appliances, and commercial men must agree thereto. If an 
appliance is not set the day promised, the company and the con 
sumer suffer. The sooner they got one-man basis the better it would 
be for all. It had been said that two heads were not equal to one; 
well, two made one only in marriage. He believed it was a business 
proposition that was there, and to-day the gas business was one of 
greatest propositions in the country. The wonderful sales that were 
being made everywhere, the increases coming from year to year, 
were phenomenal; nor was there any reason why these increases 
should not become greater, and the best way to increase trade was by 


managing it properly. Two or3 men could not manage any plant, 
no matter how capable they were. For years technical men were at 
the head of every gas company, and what cared they about prices? 
The question was of quantities, as to how many pounds of coal 
should go into the generator or the retorts. Comparisons were made, 
and the one who used the greater number of pounds of coal was 
rated the poorer manager, whereas in his case the cost might be 
much less on account of the cost of coal. The technical man never 
has been the commercial man of business. He made profits in his 
business. Why? The price of gas was so high he couldn't help 
making profits no matter what the cost of manufacture. Since the 
commercial man had come into the arena the technical man was 
forced to consider prices not quantities, and the commercial man had . 
helped him reduce the cost of the manufacture of the product through 
increased sales of the product. He would say to them the technical 
man did not make contact with the public, nor even with the muni- 
cipal authoritics. He knew nothing about these things, so it was 
useless to consult with him in the premises. If the technical man is 
to run the shop, then let the commercial man report to him, but that 
was not commercial business, and theirs was absolutely a business 
of that nature. The manufacture of gas by an engineer did not 
cause it to differ from another manufactured article. They needed 
technical men, but their place was in the works, not the sales’ floor. 
They needed the very best engineers possible to obtain, and he would 
further say that the engineer with a commercial training was the 
best manager one could possibly get. If he had not the engineering 
qualifications but had the commercial qualifications he was a very 
much better manager than the man having only a technical training. 
He was not belittling the technical man, for the latter was absolutely 
necessary to the development of the business, but he had his province. 
As members of this Association they must look forward to the com- 
mercial success of their business, and Mr. Hare had brought up here 
the question of the heads. Ashe said before, they could not have 
three heads. He did not care how well they might seem to agree, 
differences of opinion would arise. A consumer comes in, and you 
are supposed to be the manager of the office, to be met with, ‘‘ That 
is not in my department; you will have to see Mr. Jones.’ Mr. 
Jones, knowing nothing of the case whatever, takes it up. His ideas 
differ from yours. A man charged with your ideas is sent out to the 
consumer or prospective consumer, with the result that one of the 
latter will be told one thing and another something different. As to 
your fitters! They go out, and those who replace them, knowing 
little about his new business conditions, if he may not apply toa 
single head for instructions, puts you completely to the bad, and you 
will have these contentions as long as there is more than one head 
in the management of any department. Mr. Hare says we should 
not supply an article for which the purchaser has no real need, nor 
an article the price of which is beyond the consumer’s purse, but the 
right article, in the right place, for the right consumer. That is 
well taken, for it was said here we must have nothing but the highest 
priced or very best articles on the market, selling them at as higha 
price that will make everybody satisfied. Now, how many depart- 
ment stores in this country sold silk dresses to every poor girl pur- 
chaser? Some calico must be sold to meet the contents of the pocket- 
book. So it is with gas companies. Their wares must be sold cheap- 
ly, and although such articles had little weight in iron, they were as 
ellicient as the higher priced ones. There were places for the latter, 
as well as for the former,’so it was not a one-sided business. He 
thought the one-management idea was not only the right one but the 
ideal one. If the manager were not the proper man why did you 
keep him? Get the man who can manage your company, and there 
were plenty of such men available. They could not divide respon- 
sibility in any business. He speaks most emphatically, when saying 
that one man in every line of business must be the active man in it. 
If the president was an active man then he was their man; if not, 
then your general manager was, not your superintendent nor your 
foreman. The sooner they applied these ideas in their commercial 
businees, as every other line outside of the gas business seems to do, 
the better. The gas business is done as other business lines are done. 
Therefore, let them do something that would simplify their work, 
satisfy their consumers, and through the dividends on their stock 
thus earned also satisfy their shareholders. 


Mr. P. S. Young thought Mr. Hare in preparing his paper had been 
governed by a desire to bring out a spirited discussion. In noting 
the relation between service and the organization of a gas company 
they should bear in mind that the word ‘‘service”’ signifies that 
which a gas company performs and for which it receives compensa- 
tion, and was colt justifiable when the character of the work and 
the quality of its product were of the highest, and when such work 
was done with the least inconvenience and resulting in the greatest 
possible benefit to the customers. There was nothing altruistic in 
giving service, for it was simply good business policy. The Associa- 
tion stood primarily for service, so the subject must ever be before 
them. Mr. Hare pointed out what to the speaker’s mind was a pre- 
requisite to service, a full appreciation by every employee of what 
made up the service respecting which he is performing a part. They 
could not have differing standards of service in different departments. 
Complete unity must be in that respect. And as long as there was 
a difference in the understanding of what service meant, just that 
long would they have something less than service. That was funda- 
mental. There was a constant tendency in everyday work from per- 
fect workmanship towards something less than service. Only a de- 
termined stand on the part of an executive could prevent any devia- 





tion from the high standard necessarily connected with service, The 
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customary organization of a gas company consisted of a president, 
vice-president, treasurer, secretary, engineer or superintendent, and 
sales’ agent or commercial manager. Desiring to be elementary in 
the discussion, he repeated that outline of an organization. Fre- 
quently one man filled two or more of these positions, and the point 
they found he wanted to bring out was that the president was respon- 
sible to the directors for the conduct of the business, and so was in- 
trusted with supervision of all its operations. From him must per- 
meate the influence to fix the standard the employees must attain in 
daily contact withthe public. The organization is best which quickly 
and completely reflected the attitude of its chief executive. There 
should be no conflicting purposes, and over-zealousness on the part of 
a salesman in forcing a sale of an article not needed was as much to 
be deprecated as the hurried and incomplete work required by a fore- 
man influenced by his anxiety to make a good comparative cost show- 
ing. Both of these conditions were the result of an incomplete idea 
respecting service. There was no room in a well organized company 
for any difference of opinion between the heads of the sales, engin- 
eering and financial departments, influenced as they should be by 
their executive head as to what constitutes service. The difficulty to 
be met had nothing to do with complexity of organization ; rather it 
was: What could be done to induce each individual representing the 
company in any capacity to act at all times according to the broad 
ideas of service which the chief executive had laid down? The an- 
swer seemed simple. They could no more expect discipline and regu- 
lation applied to the employee to have the desired effect upon him 
alone than they could expect governmental regulation, drastic as it 
had sometimes been, to take the place of enlightened self interest 
with the corporation. No other motive was so strong as self interest. 
Each man must see that his welfare and advancement are wrapped 
up in that of his company, and that the latter’s welfare and success 
were dependent upon the character of the service which it gave. 


Mr. Schutt said Mr. Hare’s paper caused him to believe that the 
word ‘‘ service ’’ covered more ground than that told in the lines of 
the paper. The author referred mainly to the maintenance and sale 
of appliances and to the execution of orders after same had been re- 

He neglected to specialize or give more detailed information 
regarding the phrase ‘‘ maintenance of appliances.”” While the 
speaker fully appreciated and indorsed the suggestion referring to the 
authority given the commercial manager, which he believed in time 
would result in the commercial manager having full control of the 
fitting shop and all minor offices coming under the head of the com- 
mercial ao apie and he also mentioned the value of having cus- 
tomers fully satisfied, noting one of the principal ways in which that 
could be done was by selling the proper appliances at the proper time 
and in the proper place. Such appliances having been properly in- 
stalled and paid for, providing such had been fully executed up to 
that point, he believed another important step towards keeping con- 
sumers satisfied, which developed after appliances had been in use, 
might not be altogether covered by Mr. Hare’s phrase, ‘‘ Maintenance 
of appliances.”’ This occurred when the consumer received a bill for 
a given period, which account he thought was higher than it should 
be or more than he cared to spend. In the majority of gas offices the 
adjustment of that bill did not come under the commercial depart- 
ment management in any way. It was taken up by some member of 
the office force, who attempted to adjust the bill to the consumer’s 
satisfaction. He believed every gas office had numerous cases as to 
high bills after appliances had been installed and the adjustment had 
been hard to make. This was a very important point toward keeping 
consumers satisfied, and the negotiation required a man of diplomacy. 
The office man able to adjust sucha bill was as important to the com- 
mercial department as was the foreman of the fitting shop, who was 
attempting to install Sagraoes when promised by the salesman. 
Mr. Hare thought it would be some time before one could secure a 
competent man as commercial manager, who was capable of having 
authority over the order clerk and fitting department, and then dis- 
misses the subject. While the speaker partly agreed with him, he 
firmly believed that, as the gas business increased. all the more would 
they realize the necessity of giving thecommercial manager a certain 
amount of authority over the shop and allied departments, with a 
view of having orders executed properly and at the proper time. A 
leading factor in securing business was to have the orders promptly 
and faithfully executed. That could only be accomplished by having 
a well equipped fitting department, capable of hand ing the increased 
business which came at certain seasons of the year. He thought the 
fitting department should be equipped, at all times of the year, under 
ordinary conditions or under a nominal increase in business, to exe- 
cute orders taken by the salesmen within 3 days after the order was 
turned in, provided it was not special stock, which would have to be 
obtained from the manufacturer. As Mr. Hare stated, that was a 
very important item to the commercial department, and all orders 
should be executed within as short a period as possible. Mr. Hare 
further stated that, granted the impossibility of securing a commer- 
cial manager at this time, having ability to instruct the various divi- 
sions coming under the head of the commercial department, what was 
the best way to secure the best service when 8 or 4 chiefs were execut- 
ing the work of the department? Absolutely harmonious relations 
must be brought about in order that the commercial manager would 
not be handicapped in executing his work and assuring the public of 
immediate and perfect service. That he thought could be accom- 

— through an organization or club. In Wilmington they had 
the Gas Study Club, which meets every 2 weeks. All employees were 
members of that Club, attended its meetings to increase their efti- 
ciency, and to learn something about the other departments with 
which they were not directly conuected. The organization had done 


| a great deal towards creating harmonious relations between the var- 
ious departments and had brought about not only better results but a 
better feeling amongst the men. Papers were read and discussed by 
the employees from the different departments, in which way each 
man was instructed or informed as to how it was essential for a de- 
partmeut to do its work properly in order that another department 
might not be handicapped in executing its work. The Club had 
brought about a feeling among the employees which could not have 
been gained in any other way. The men met each other outside of 
business, thns getting acquainted with each other and created a feel- 
ing that a proper understanding of their work meant much to other 
departments. They were more apt to take pains in and to expedite 
the orders as quickly as possible. In their Company the friendliest 
relations existed between the various departments, which enabled 
them to cut to a minimum the trouble in taking care of their consum- 
ers. The interest shown in the meetings indicated that each man was 
desirous of performing his work to the best of his ability. 


Mr. M. S. Sherwood thought the relation between the commercial 
and distribution departments was vital, and that they must be in 
harmony. In his opinion Mr. Hare struck the nail squarely on the 
head when he said that these departments should be under one chief. 
Often the departments were at variance rather than in harmony, be- 
cause of different viewpoints of various chiefs in relation to good 
service and low costs. Service was serving, and good service was 
serving the public satisfactorily, or that which made a satisfied cus- 
tomer and reflected credit on the company’s employees in executing 
the service. He believed it was oe to get men capable of filling 
such a position. Of the two, good service should stand first. The 
man at the complaint and order desk is the one who ought to be able 
to tell the consumer when the complaint could receive attention or 
the order be executed. They know the little things tended to make 
life’s pathway either smooth or rough. Big things were met and 
overcome, but the little ones annoyed and irritated, and that was 
true as to the relation between the company and the consumer. A 
complaint neglected, though it related to a small leak at a gas range 
cock, or the adjustment of the burner, appeared to the consumer to 
be ignored. Such complaints, seeming of small importance to the 
distribution department, are shoved aside to be forgotten owing to the 
larger work on hand. But he believed any complaint, no matter how 
trifling, should receive attention the day it was received, if possible, 
not later than the day after. 


Mr. C. N. Stannard said he was in hearty accord with the many 
excellent points contained in Mr. Hare’s splendid paper. He was a 
great believer that the commercial manager and the shop foreman 
should work in perfect harmony and accord with one another, and 
he also believed this could only be brought about when the foreman 
received his instructions from the commercial man and reported to 
the commercial manager. He thought the distribution superintend- 
ent should continue to report to the engineering department. If the 
foreman did not report to the commercial manager what was often 
the result? Discord, imperfect work; trouble from start to finish. 
Through working with the commercial manager the discord was 
eliminated, and unless eliminated they found that all interested in 
the sale of an appliance and its connection sufferedy The employee 
suffered through imperfect work and criticism ; the company suffered 
through increased expense in sending the fitters back again, and the 
public suffered through imperfect service. So what were the results 
when the foreman and commercial manager worked together in har- 
mony? The commercial spirit permeated then the entire fitting de- 
partment. Better and more perfect work being done by the fitting 
department, the result was all were benefited, expenses decreased, 
and additional business was secured through the commercial spirit 
shown by the fitters. They. ofttimes made splendid suggestions to the 
commercial men, which resulted in additional business being secured. 
As an instance, where there was harmony and co-operation between 
the various departments, the fitters, having the commercial idea, oft- 
times made suggestions tothe consumers. When placing a gas range, 
how easy it was to say to the consumer, ‘‘ Why not install a water 
heater?”’ The consumer, feeling that the fitter is disinterested, fre- 
quently takes the advice which he might not otherwise have taken. 
He believed the excellent points made throughout the paper, if fol- 
lowed and acted upon by those having charge of a property, would 
greatly increase its profits, lessen the trouble, give better service and 
result in increased earnings on the part of the representative and 
commercial men. 

Mr. J. P. Hanlan said two problems confronted the new business 
man of today. One was the getting of new business, the other hold- 
ing it when once secured. It was not easy tosay which problem was 
the more difficult to solve. To secure business they must have good 
salesmen ; to hold it they must have good distribution men. It was 
possibly unnecessary to add they must have good goods to sell, 
whether it be the gas or the appliances. It was true that every other 
person connected with the industry exerted a very decided influence 
ou new business, but he believed the men who sold the gas and dis- 
tributed it must of necessity be the chief factors in new business. In 
these days of the competition of selling goods it was not easy to secure 
salesmen who, in addition to being able to sell gas, could represent 
the company as it would wish them to do. This wasalsotrue of good, 
efficient distribution men, and especially was it true when there were 
so many lines open to good salesmen and so much work ahead for 
mechanics, the compensation on such account being greater than it 
was with gas companies. The matter of recompense must be con- 
sidered from the standpoints of duration of employment as well as 
«wages, but men felt, possibly rightly, that, although the chances 
were they could and would have steadier work with a gas company, 
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they yet want the bigger money and were willing to assume the risk 
of less stable employment. The speaker believed that, of the two 
problems, the one of taking care of the business after it has been 
secured, was of equal importance to that of securing it, possibly more 
so, for upon the latter the success of the former depended. Mr. Hare 
deserved credit for calling attention, in his frank way, to the import- 
ance of paying more attention to distribution methods as these are to- 
day and the present standards of judging efficiency on the cost per 
order basis, which to his mind have been and are to a large extent re- 
sponsible for service of poor quality. The work schedule, which 
looked good on paper, but like the paper toe to pieces easily, and very 
often, as an aid to the new business man, was not worth the paper on 
which it was written. He dared to say it was frequently responsible 
for much delay. In justice, however, to the engineer, it must be said 
that his position was not an easy one, filled as it was with the many 
responsibilities of manufacture and distribution. There was no doubt 
most of them were taking care of the distribution work quite as well 
as anyone else could do, limited as they were to specified expenditure. 
There were exceptions to the above, of course, which exceptions were 
those of engineers who had wrong ideas of their position regarding 
the rest of the men in the company, and the engineers might say the 
same of some of the commercial men. The question then resolved it- 
self into what could the commercial man do better than the distribu- 
tion man were he given the opportunity? Could he handle the volume 
of work now being handled with absolute satisfaction by the distribu- 
tion men and at an expense no greater? He doubted it. They would 
have the same difficulty in securing men and in keeping them, all 
other things being equal. Possibly we could secure additional men 
more quickly, but so could they had they definite information of what 
work would be on hand at a certain time. and if this question were 
put right up to them to answer he doubted if they could. Coming to 
the quality of work, he thought they could possibly remedy defects 
that now existed, but so could they, and he dared to say do away with 
some of the aggravating features of unusual delay. It would cost 
more money all around, but it was worth all it cost to give first-class 
service. As to suggestions. He would be almost tempted to cut the 
telephone wires between distribution chief and commercial agent. Bet- 
ter still, put their desks in one office, preferably back of the order and 
complaint counter, for men often said things over the wire they did 
not mean, and there was nothing better than a face-to-face talk. The 
get-together policy was worth a bushel of schedules and days’-work- 
per-man reports. They considered that, after all had been said and 
done, it was the companies’ and consumers’ interest which must first 
be considered, and their own individual ideas and pride second. Thus 
they could get along much better. It was rather a matter of men 
than of methods. Hr. Hare asked for suggestions as to remedying 
this situation, and the speaker cited a concrete instance in his own 
company. As they all knew, April, May and June were the heaviest 
months for appliance sales, and also the ones when house piping, ex- 
tend service and riser and meter work are usually heaviest, not to 
mention service and main work, caused by efforts to get business and 
the desires of the municipalities to make streetimprovements. At this 
season it was absolutely impossible to provide men to care for the 
work as promptly as they would like, even with everyone bending all 
effort. They went through this every year, but towards the close of 
1909 we decided to anticipate some of the range and water heater busi- 
ness ; wherefore, commencing Jan. 1, 1910, the Company agreed to 
sell ranges and water heaters, accepting first payment April 1. People 
who wished to pay prior to that were accommodated, but that was 
optional with them. Under the plan 2,724 ranges and 421 water 
heaters were sold and connected, as against 1,069 and 197 in the period 
of 1909. One could readily see the help this was to the distri- 
bution department as well as to the Company (not counting the 
benefit to the consumers) in additional gas sales. In only one case 
did they lose the sale of a range through the party moving elsewhere. 
Ninety-five per cent. of the money was collected between the 1st and 
10th of month, so the losses through such sales’ plan were practically 
nil. It was only an instance of helping yourself by helping the other 
fellow, who needed their help no worse than they needed his. He did 
not wish any of his remarks to be construed in such way as to appear 
to minimize their troubles and grievances in connection with distri- 
bution work ; on the other hand, of the many stones to be removed 
from the new business field, the largest of all was that of poor, de- 
layed service. There could be no question that all the stones should 
be removed from the field if they were to harvest full crops of future 
business opportunities. In doing so, however, they must remember 
others had many rights in the field. Thecommercial man had a right 
to say what should be done to give good service, for his training 
should fit him to be the judge of what constituted it. It was the en- 
gineer’s privilege to say how the work should be done, following his 
own ideas as to workmanship and economy ; but the company should 
see that itsconsumers got the best possible service, no matter what 
department rendered it. The consumers expected good service, and 
the majority were reasonable, not expecting something for nothing, 
being willing to pay. 
The President here asked Mr. Hare to close the discussion. 


Mr. Rushin asked Mr. Hare how lo ft : 
should it be installed? ng after any appliance was sold 


Mr. Hare said the latter question hung altogether on the nature of 
the service to be rendered by the appliance. In the illuminating 
field, the man out of light wanted it quickly, so he should say instan- 
taneous service in that respect. As to renewing mantles or broken 
chimneys, installing lights, etc., perhaps a 24-hour service would 
answer. Theorder taken Monday before 3 o’clock should be filled 


the following day. Gas ranges where the run was in should be con- 
nectedon a 24-hour schedule, but where the run was not in the limit 
should be 3 days, although by many companies it was brought down 
to 2 days. The larger industrial appliances, of course, took a longer 
time. He considered it reasonable as to house piping orders that the 
man who had been burning oil for years should realize that he can’t 
be in a very great hurry to change over suddenly ; no 24 hour ser- 
vice was necessary in such case. He thought every manager should 
bear in mind it was needful to use a little horse sense in dealing with 
the various questions, but to give the quickest possible service that 
that horse sense dictated. 

The President here outlined some changes that had been made in the 
programme respecting the historical trip—changes made necassary 
by the weather conditions, and then declared the convention ad- 
journed until the following day. 


(To be Continued.) 








The Mueller Company’s Extension Service Box. 


I 


The H. Mueller Manufacturing Company, of Decatur, Ills., and 
New York city, have recently placed on the market a new extension 
service box of their own manufacture, which possesses many points 
of advantage. It is designed to obviate the annoyance and expense 
to which companies are subjected by reason of theft, breakage and 
vandalism. The box is made in the Arch and Minneapolis pattern, 
the latter being illustrated herewith : 

The trouble arising with many service boxes, 
BRASS through reason of being raised by frost, cannot 

—_— occur with the Mueller extension service boxes, 
for the standpipe slides freely in the base, and if 
there is any action by frost only the standpipe is 
STATIONARY moved. The base remains rigid. The standpipe 


















CAP 


ii<------STANDPIPE 


ROD returns to its original position under slight pres- 
sure. In case of a heavy weight on the cap the 
hee standpipe yields to the pressure when there is no 


strain on the base or the connection. The length 

of the box can be changed at any time through 

a range of 1 foot. On the lower end of the 
4 bp standpipe are two forged key-ways, which fit 

keys on the inside of the base, thus giving a 
~castkeys double lock on the pipe. A strong circular 

spring in a recess of the base holds the standpipe 
-----BASE to any desired position. The spring cannot be 
WRENCH _ lost and it can only be removed by considerable 
LUGS effort. 

The cap is extra heavy and carries a brass 
bushing to fit the standpipe. The bushing is 
firmly imbedded in the cap. This is done by 
placing the flanged end up, permitting the iron 
to run around it when casting. It cannot be re- 
moved except to the actual destruction of the 
cap, and the latter cannot be taken from the box 
except by the use of the spanner. 


The rod is of wrought iron, with a malleable iron clamp forged on 
its lower end to fit Hat or square head cocks. The rod is held in 
position on the cock-key by means of an annealed heavy brass wire 
pin, which fits in holes drilled in both jaws of the clamp and the 
key-head. The upper end of the rod is forged to fit the shut-off key. 
In boxes for 4-inch to 1}-inch cocks a wave lis forged in the upper 
end of the rod to keep it in a central position. In the boxes for 
larger cocks the rod is of sufficient size to do this without the wave. 

The key for the smaller boxes is made of malleable iron, for the 
larger ones it is of wrought steel. All keys are of the combination 
type; that is, for taking off the cap and for digging away dirt and ice. 








The University of Texas and Its Technical Bureaus. 


SS ee 


Mr. Wm. B. Phillips, Director of the Bureau of Economic Geology 
and Technology, University of Texas, writing from headquarters in 
Austin, Tex., says: 


In order to comply with the numerous requests for information 





concerning the quality of Texas coals, lignites, clays, cement rocks, 
etc., the University has established a testing laboratory in connection 
with the work of the Bureau of Economic Geology. It is the purpose 
of this Bureau and Laboratory to aid the citizens of the State in the 
development and use of the mineral resources within its borders. 
The first work that has been undertaken is a detailed investigation 





into the quality of our coals and lignites, supplementing the work 
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done by the Texas Geological Survey, 1888-1892, and the University 
Mineral Survey, 1901-1905. To this end both proximate and ultimate 
analyses of these fuels are being made, together with determinations 
of the heating power and amount and nature of the gas obtainable 
from them. The inquiry will include an investigation into the value 
of such gas for heating, lighting and use in the gas engine. 

The first part of this work has been completed, viz., complete anal- 
yses of the various coals produced in the State, which analyses supple- 
ment those given in ‘‘ Bulletin No.3” of the University Mineral 
Survey, issued May, 1902, but now out of print. The work then begun 
is being carried out in much greater detail. The results will be pub- 
lished in a special ‘‘ Bulletin,” which will be for free distribution. 

The equipment of the laboratory for this work consists of the usual 
apparatus in well arranged laboratories, with the addition of the fol- 
lowing : Large cylinders for holding compressed oxygen, used in the 
combustion of fuels; combustion furnaces; complete sets of appli- 
ances for analyzing gases ; a Junkers continuous gas calorimeter, for 
determining the heating power of gases, with a special attachment 
for liquids ; and a Parr standard calorimeter for solid fuels. There 
will soon be added a standard photometer for studying the illuminat- 
ing power of gases and a complete gas plant for distilling gas from 
coal and lignite. The latter equipment will enable us to determine 
not only the amount and quality of such gas, but alsothe amount and 
quality of the tar and ammoniacal liquors obtained. From the latter 
are obtained the various ammonia compounds so largely used in com- 
merce, ammonia hydrate, anhydrous ammonia, sulphate of ammonia, 
etc. Some of our Texas coals and lignites are unusually rich in 
nitrogen and would yield, under proper treatment, large quantities 
of ammoniacal liquor. 

Mr. 8. H. Worrell, Class of 1901, University of Texas, is in charge 
of the testing laboratory. He was formerly a chemist in the labora- 
tory of the University Mineral Survey, and, after several years of 
active business life, has returned to the University to resume the work 
that was interrupted in 1905. 

The chief interest in Texas now is not so much in what is here as 
in methods for using what we know is here. To make better and 
more profitable use of our fuels, clays, cement rocks, building stones, 
sulphur deposits, etc. It is to the utilization of what we have rather 
than towards the discovery of what may be here that our efforts 
should be directed. It is hoped that the citizens of this State, and all 
others who are interested in the industrial development of Texas, will 
make free use of the Bureau and the testing laboratory. 
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Day of Week. 
| } 

Date. | Light. Extinguish. 
a 1 5.20 P.M. 6.20 A.M 
ON ee 2 5.20 6.20 
Es onssé weheee 3 5.20 6.20 
Wednesday ....... 4 5.20 6.20 
Thuraday .......... 5 8.50 6.20 
ee 6 | 10,00 6.20 
Bee we 11.10 F.Q. 6.20 
PE ctsadseseons 8 12.20 a.M. 6.20 
0 ee 9 1.30 6.20 
As onengues 10 | 2.50 6.20 
Wednesday ........ un 4.10 6.20 
| eee 12 | 5.26 6.20 
ES co rcceece 3 | NoL. No L. 
Pe 14 NoL. F.M No L. 
Se 6abdaneen 15 | NoL. No L. 
Monday ............ 16 5.30 P.M 8.00 P.M. 
ERT se ercccvccs 17 || 5.30 9.10 
Wednesday ........! 18 | 5.30 10.20 
 vinesccees 19 5.30 11.30 
Friday........ nqeeel Ge 5.30 12.30 A.M. 
Saturday........... 21 5.30 1.9. | 1.30 
Se | 22 5.40 2.30 
OS | 33 5.40 3.30 
OO ee | 24 5.40 4.30 
Wednesday ........ | 2% 5.40 5.30 
Thursday .......... | 26 5.40 6.10 
| ae | 27 5.40 6.10 
Saturday .......:... | 28 5.40 6.10 
i ewones senses | 29 5.50 N.M 6.10 
DOE cece cunvcces | 30 5.50 6.10 
i eee | 31 5.50 | 6.10 











Items of Interest 





Mr. A. H. GinpgLE, of the gas contract and new business depart- 
ment of the Toledo (O.) Railway and Light Company, has been 
placed in charge of maintenance work in connection with his other 
duties. He succeeds Mr. T. B. Anderson, resigned. 





THE Atlas Paint Company, of Nashville, Tenn., has been awarded 
the contract for all of the paint that will be needed for the coke oven 
system that is being constructed for the Woodward (Ala.) Iron Com- 
pany. 

A CORRESPONDENT in Des Moines, Ia., writing under date of the 6th 
inst., says: ‘‘The following item from one of the local newspapers 
may be of interest to some of the experts whose services are frequent- 
ly sought by misguided municipalities : 





** While in the East I expect to look up several experts on gas rates 
and properties whom the city can bring here to testify in case the 
Gas Company continues its legal battle to prevent enforcement of the 
new 90-cent ordinance.’’ So said Councilman MacVicar, who leaves 
this week for an entensive Eastern trip. Continuing, Councilman 
MacVicar said: ‘‘ If the court refers the matter to a Master-in-Chan- 
cery for a hearing on the facts of the case, as we anticipate, the city 
will need expert testimony from recognized experts. In case this 
action is taken by the court, the hearing before Master will be similar 
to the recent water hearing. Sol expect to call on several gas ex- 
perts with a view of inviting them to come here and testify for the 
city. I shall also investigate gas conditions myself in addition to 
making several addresses on the Des Moines plan of government.”’ 
In this connection it is rather interesting to note that in the recent 
litigation between the Des Moines Meter Company and the city of 
Des Moines, originating out of an ordinance which was passed by Mr 
MacVicar and his brother Councilman, reducing the water rates about 
30 per cent., the city found it necessary to employ some ‘‘ experts ”’ 
to testify on their behalf. At the conclusion of the hearing these ex- 
perts presented their bills for the service which they had rendered, 
and were informed that there was no money to pay them. They were 
further informed, however, that as soon as the taxes had been col- 
lected, after the first of the year, these bills would be paid. In view 
of the uncertainty as to the time and manner of payments which this 
idea conveyed to the ‘‘experts,’’ they gladly availed themselves of 
the opportunity to discount these bills at local banks for 75 per cent. 
of their face value. 





THERE are now 698 profit sharers on the books of the Boston (Mass.) 
Consolidated Gas Company, and this fact led the proprietors of the 
Company, early this month, to issue the following information: ‘‘ The 
Directors believe that a representative of the profit sharers on the 
Board will prove to the advantage of both the Company and its em- 
ployees. Those who are profit sharers are therefore requested to 
nominate from among their own number one person to be elected a 
Director of the Company for the current year, said nomination to be 
made in the following manner: Each profit sharer shall be entitled 
to as many votes for a Director (on the blank inclosed) as he or she 
may have preferred shares of the Massachusetts Gas Companies, said 
votes to be received by the Clerk of the Company (addressed envelope 
inclosed) not later than January 10, 1911.” 





THE city gas plant of Jamestown, N. D., which was of the non- 
descript type, and which was wrecked by an explosion the eve of 
Christmas, 1910, is to be rebuilt at once. This time, however, a 
modern type of water gas plant will be installed. 





THE subject of ‘‘The Mechanical Handling of Freight’? was ad- 
mirably presented before the American Society of Mechanical En- 
gineers, in a paper read by Mr. Samuel B. Fowler, of Boston, at the 
meeting of the Society held in its New York headquarters, the even- 
ing of last Tuesday. Copies of the paper may be had by addressing 
the Secretary at his headquarters, 29 West 39th street, New York. 





Mr. Louis N. RANcKE, whose long and useful connection with the 
trading of the Baltimore Retort and Firebrick Company has made 
him known to the fraternity all over the country, has engaged in 
business on personal account, and offers his services as consulting 
engineer and chemist, giving especial attention to gas plant construc- 
tion, in so far as benchwork is concerned, and to ceramics as an ex- 





| 





pert. His headquarters are in 107 North Carey street, Baltimore, Md, 





3 
3 
7 
4 
2 




















q 
: 
3 


Tt 


> 





Jan. 16, 1911 


American Gas Light Aonrnal. 


II! 








THE Brooklyn Union Gas Company has arranged for important 
betterments to its Metropolitan division, in respect of purifying plant. 
The new system is to be housed in a spacious construction covering a 
site at 12th street and 2d avenue, with a dimension of 155 feet by 58 
feet. The house, which is to be of brick in iron, at one section will 
have a height of 3 stories. 





THE Portsmouth (Va.) Gas Company is making a 1}-mile main ex- 
tension to and through the Seventh Ward, over 50 consumers having 


for at least 1 year from the time their services are hooked to the mains. 





SENATER (FEORGE H. NEWHALL seems to be acting in the Massachu- 
setts Legislature as the agent of one George M. Nichols, of Lynn, who 
in a series of bills concerning the gas industry of the State proposes 
the following for enactment: Declaring that all issues‘of new stock 
approved by the Board of Gas and Electric Light Commissioners shall 
be sold at public auction ; to prohibit gas and electric light companies 
from paying a dividend of 6 per cent. more than on the par value of 
their outstanding stock ; and prohibiting an accumulation of net assets 
exceeding 10 per cent. of the par value of their outstanding stock. 





IN the last quarterly distribution of stock to the employees of the 
New Haven Gas Light Company, under the profit-sharing plan in 
operation by that Company, April, 1907, shares to the number of 92 
were allotted. The employees now own 823 shares. 





THE policy of the C. H. Geist Company, in respect of its sensible 


operation of the Wilmington (Del.) Gas Company, the properties of | 


which were purchased from the Messrs. Dobson, July, 1909, has cer- 
tainly worked out well. Within 18 months two reductions in the 
selling rate were made. That rules now at 95 cents per 1,000 cubic 
feet, and the sendout for the twelvemonth exceeded the sendout for 
the prior like period in 12 per cent. or more. For the past year the 
Company shows the placing of these gas users: 2,900 gas ranges; 
1,800 three and five-mantle gas are lamps; 5,000 single Welsbach in- 
verted lamps ; several hundred water heaters and scores of smaller 
gas using appliances. It is figured that these new appliance placings 
have resulted in the sale of at least $100,000 worth of gas. 





“Pp. L. M.,”’ writing from Wilmington, Del., under date of the 5th 
inst., says: ‘‘ At the annual meeting of the Study Club, of the Wil- 
mington Gas Company, a good attendance and complete harmony 
marked the proceedings. The election for officers resulted in these 
choices: President, W.T. McCracken ; Vice-President, W. F. Fraim ; 
Secretary, Frank Vernon; Treasurer, R. W. Lakeford; Board of 
Council, M. E. Hooper, Geo. Wilgus, Wm. F. Crossley and N. J. 
Conaway ; Trustees, A. D. Chaytor, Thos. Fedigan and Fred. Kiefer ; 
Entertainment Committee, D. C. Plank, E. C. Collier and W. P. 
Fraim. The cup trophies won by the base ball team will soon be on 
show in a handsome cabinet now being constructed for their display, 


signed an agreement to use gas in their premises, such use to continue 


| ‘THE annual meeting of the shareholders in the New Haven (Conn.) 
Gas Light Company may be thus summed up. It was well attended 
and was harmonious in every phase. The annual reports contained 
the summaries of a year’s work seldom exceeded in any twelvemonth 
of its altogether successful history. The retiring Board of Directors 
was re-elected without dissent, and the Company begins the second 
decade of the coming century well thought of at home and with 
every prospect of unabated success. 





‘*B. W.8.,”’ writing from Albany under date of the 4th inst., 
says: ‘‘It may interest you to know that to-day a judgment of trial 
term on a verdict of $1,134.40 awarded Annie and George Gutekunst 
against the Municipal Gas Company, of this city, was reversed, and 
a new trial ordered. The plaintiffs sued for damages for injury to 
property at 137 Broad, resulting from an explosion of gas, that 
occurred December 18, 1909. A similar decision was rendered in the 
case of James Mowers against the Company, who also obtained an 
award by jury for damage to his property at 137 Broad street, due 


|to the same explosion. 





“*B. L. M.,”’ writing from Philadelphia under date of the 1st inst., 
has this to say: ‘‘ Let justice be done though the Heavens fall,’’ is 
undoubtedly the noble motive which actuates Mr. Alten §. Miller, 
President of the Union Electric Light and Power Company, of St. 
Louis, in his determination to defend a suit brought against him by 
the Octopus (I’m not sure whether that is the proper designation) 
known as the Pennsylvania Railroad Company. To begin with, the 
Octopus filed the shortest petition that was ever filed in a St. Louis 
court. It was simply a statement that Mr. Miller was indebted to it 
in the sum of $2.16, the rate of a single fare from Philadelphia, Pa., 
to Belmar, N. J., and that it asked judgment therefor. It seems that 
Mr. Miller, accompanied by his wife, left Philadelphia bound for 
Belmar on July 2d. On boarding the train it was found there were 
no seats vacant. A well disposed passenger surrendered his seat to 
Mrs. Miller, but Mr. Miller was obliged to stand. In due time a 
conducting servitor of the Octopus came along with the demand, 
‘Tickets, please,’ whereupon Mr. Miller handed over one ticket, 
pointing to Mrs. Miller, whereupon the conductor nodded and asked 
Mr. Miller for his ticket. Mr. Miller replied that he would give up 
the ticket when the conductor had provided him the proper seat. 
There was some discussion, which resulted in the conductor taking 
Mr. Miller’s name and address, and Mr. Miller stood it to beautiful 
Belmar, the shores of which are laved by Shark river, He will, ac- 
cording to the St. Louis newspapers, defend the suit to the bitter (or 
otherwise) end, even though such defense may oblige his recourse to 
the highest tribunal in the State of Missouri, the State in which 
people have to be shown!” 





Messrs. H. M. Bytiespy & Co., of Chicago, have acquired contro! 
of a number of additional public utilities properties in California, in- 
cluding two important water power developments and several water 
power sites not yet developed. The principal local plants purchased 














and it is likely, judging from the use that is being made of it, that| consist of the electric and gas properties formerly owned by the 
about as well patronized a place in the Company’s splendid office build- | Stockton Gas and Electric Corporation, the electric light and power 
ing isthe room on the third floor which has been furnished and | business at Richmond, and the gas and electric properties at Eureka. 





equipped as a library and ‘ reference house,’ where the studiously in- 
clined members of the Study Club may consult gas authorities of one 
kind or another. I’ve no desire to ‘ put it on thick ;’ but I can truth- 
fully say that the old reliable JouRNAL is about as often in the hands 
of a reader as any other book or periodical that finds a place on our 
tables. The wish of the writer (and he has read it for years) is that 
its pages may never grow fewer.” 

THE Baltimore ‘‘ Manufacturers’ Record’ says that the proprietors 
of the Montgomery (Ala.) Light and Water Power Company have 
decided to double the capacity of the plant, working along coal gas 
lines. A storage holder is also in the list of betterments, the total 
cost of which is put at $100,000. 





A SPECIAL meeting of the Fall River (Mass.) Gas Works Company 
was held the afternoon of the 12th inst., when it was determined that 
the President or other representative be empowered and directed to 
apply to the Board of Gas and Electric Light Commissioners for per- 


The American River Electric Company, which owns a large hydro- 
electric plant on the American river, in Eldorado county, Cal., and 
maintains a reserve steam turbine plant at Stockton, is included in 
the transaction. The Humboldt Gas and Electric Company, operat- 
ing at Eureka, possess a considerable water power development in 
Trinity county, transmitting current to Eureka, 65 miles distant. The 
American River Electric Company’s business includes service to 
Stockton, Placerville, Florin, Elk Grove, Sheldon, Gault, Lodi and 
Plymouth, by means of long distance transmission lines, which are 
also extensively utilized for supplying power for gold mining and 
irrigation purposes. The Humbolt electric business includes service 
to the towns of Arcata, Alton, Ferndale, Field’s Landing, Fortuna, 
Readville, Hydesville, Lodeta and Roknersville. Eureka and sur- 
‘rounding towns have a population of 22,000, and are located on Hum- 
| boldt bay, which possesses one of the few good harbors on the Pacific 
Coast. Back of the city grows an immense area of redwood forests. 
| Eureka will soon be connected with San Francisco by means of a 
| railroad line now under construction. Stockton and its suburbs sup- 
| port a population of 30,000, is one of the oldest cities in California 
‘and is a manufacturing center of importance. Richmond is a modern 
|town of 12,000 people, aad lies on San Francisco bay, south of Berke- 
‘ley, and it is also a manufacturing center, being the location of 





mission to make a new stock issue of 1,150 shares, the proceeds to|large mew shops under construction by the Pullman Car Company. 


pay for extensions and improvements recently made by the Company, 
and to provide funds for the new office building which the Company 


proposes to erect on the site owned by it on North Maine street. The 


present capital of the Company is $690,000, 


|The three cities are showing wonderful growth. A new Company, 
| known as the Western States Gas and Electric Company, the incor- 
| poration of which has aleady been noted in the JOURNAL, has been 
formed to take over and hold the securities issued by the former 


proprietors of. the properties noted. 
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The Market for Gas Securities. 
—— 

Strength was the predominating feature 
during the week in the trading in gas shares, 
and although the net gain in Consolidated 
was less than a point, it is nevertheless un- 
deniable that the buying was mainly for the 
account of those market men who seldom go 
wrong, even if they are satisfied to wait, often- 
times weeks, for a round ultimate profit. We 
notice that specific reference has at last been 
publicly made tothe greatest contingent like- 
lihood in these shares. This dwells with the 
proper refinancing of the electric ends of the 
Company’s finances. Even at the risk of 
looking ridiculous, the assertion is here made 
that in time Consolidated current stock will 
sell nearer to 300 than it does to 200 —the lat- 
ter figure is a cinch. The general market 
favors the investor. 








Gas Stocks. 
oe 
gactations by George W. Close, Broker and 
Dealer in Gas Stocks. 


115 BROADWAY, NEW YORK CITY. 
JANUARY 16. 


S@ All communications will receive particular 
attention. 

&@ The following quotations are based on the par 
value of $100 per share : 


N. Y. Oity Companies. Capital. Par. Bid. Asked 
Consolidated Gas Co. .......$78,177,000 100 141%% 141% 
Central Union Gas Co, — 

lst 5's, due 1972,J.&J...... 8,000,000 1,000 98 101 
Equitable Gas Light Co.— 

Con, 5's, due 1982, M.&8... 1,000,000 1,000 — 105 
Mutual Gas Co.............++. 3,600,000 100 155 165 
New Amsterdam Gas Co.— 

lst Con. 5's, due 1948, J. & J. 11,000,000 1,000 100 101% 
New York & Richmond Gas 

Co. (Staten Island)........ 1.500.000 100 35 50 

lst Mtg. Gold Bds.5 p.ct... 1,000,000 — 8% 100% 





New York and East River— 


Ist 5's, due 1944, J. & J...... 3,500,000 

Con, 5's, due 1945, J.&J.... 1,500,000 
Northern Union— 

[st 5’s, due 1927, J. & J.. 1,250,000 
Standard....cceseeee eeeesee-- 5,000,000 

Peeterred..ccccccccescocccse SMORCID 


lst Mtg.5’s,due 1930,M.&N. 1,500,000 
The Brooklyn Union....... 15,000,000 
Ist Con.5’s,due 1948,M.& N. 15,000,000 


TORRSES.cccccccccccecccoccces «© SBR,GBD 
Out-of-Town Companies. 
Bay State........cseseseeees-» 50,000,000 
* — Ipcome Bonds..,... 2,000,000 
Binghampton Gas Works.... 450,000 
“ Ist Mtg. 6’s......... 509,000 
Boston United Gas Co.— 
lst Gories 8. F. Trust..... 7,000,000 
2d ow - laa 8,000,000 
Ruffalo City Gas Co.... .... 5,500,000 
Bonds, 5°S  ..eceeseceeees 5,250,000 
Capital, Sacramento........ 500,000 
Bonds (6°s).......s00-++6. 150,000 
‘Jhicago Gas Co. Guaranteed 


Gold BOnGS........see00e+++ 7,660,000 
Cincinnati Gas and Electric 
Columbus (0.) Gas Co., Ist 

Mortgage Bonds .......... 1,500,000 
Columbus (O.) Gas Lt. & 


Heating Co......ceccsese-- 1,682,750 
Preferred ..... cesesesess 9,026,500 
Sonsumers, Toronto......... 2,000,000 


Consolidated, Baltimore..., 11,000,000 
Mortgages, 6’s........... 3,600,000 
Chesapeake, Ist 6’s....... 1,000,000 
Equitable, ist 6’s......... 910,000 
Consolidated, Ist 5’s..... 1,490,000 

Consolidated Gas Co.of N.J. 1,000,000 
Con, Mtg. 5's...cseeseee0- 976,000 
BORAS, cvcatcccccedeccesses 75,000 

Denver Gas and Electric.,., 3,500,000 

Detroit City Gas Co......... 6,580,000 


* Prior Lien 5’s........ 5,619,000 
Detroit Gas Co., 5°8.......... 381,000 

Equitable Gas & Fuel Co., 
Chicago, Bonds............ 2,000,000 
Essex and Hudson Gas Co.... 6,500,000 
Fort WAYDe.......ceeeeeeee-- 2,000,000 
- Bonds .......+2.. 2,000,000 


Grand Rapids Gas Light Co., 
Ist Mtg. 5°S....cecesceeseeee 1,350,000 


Hartford ....0. secccsseeesess 750,000 
Hudson County Gas Co., of 
New Jersey......sseeeeeees 10,500,000 


” Bonds, 5’s...... 10,500,000 
Indianapolis .........00+-++++ 2,000,000 
” Bonds, 5’s....... 2,650,000 
Jackson Gas CO.....cceeeeeee 250,000 
< lst Mtg. 5’s..... 290,000 
Kansas City Gas Light Co., 
of Missouri..... eecccseces + 5,000,000 
Bonds, Ist 5°g...... «see 3,822,000 


Laclede Gas Co., St. Louis. 10,000,000 
Preferred......0..00. esses 2,500,006 
Bonds...... ssessesseeee- 10,000,000 


Lafayette Gas Co., Ind...... 
Bonds.... 


1,000,000 
ceceesccceeseses 1,000,000 


Madison Gas and Electric Co. 
- lst Mtg. 6's......000 
Massachusetts Gas Compan- 
ies, Of Boston.......+0++++++ 25,000,000 
Preferred .....0++ee00+++- 25,000,000 
Montreal Gas Co., Canada.. 2,000,000 
Nashville Gas Light Co..... + 1,000,000 
Newark, N. J., Con. Gas Co. 6,000,000 
Bonds, 6°8..  .. weeeeesss+ 6,000,000 
New Haven Gas Co.......... 2,000,000 
Peoples Gas Lt. & Coke Co., 
Chicago..... eeeeeeeeeeeere 25,000,000 
Ist Mortgage..........+++ 20,100,000 
2d - ercccecsescee 2,000,000 
Rochester Gas & Electric Co. 2,150,000 
Preferred......sscesseeees 2,150,000 
Consolidated 5’s.......... 2,000,000 
San Francisco Gas Co., Cal.. 15,500,000 
St. Joseph Gas Co.— 
Ist Mtg. 5°s........eeee008 1,000,000 
St. Paul Gas Light Co....... 2,500,000 


400,000 


Ist Mortgages, 6’s..... eee 650,000 
Extension, €'8.........++. 600,000 
General Mortgage, 5's... 3,447,000 
Syracuse Gas Co., N. Y..... 1,975,000 
Bonds..... @ ccccces coccce 2047, 000 
Washington (D. C.) Gas Co. 1,600,000 
lst Mortgage, 6’s...... +» 600,000 


Western Gas Co., Milwaukee 4,000,000 
Wilmington (Del.) Gas Oo.. 600,000 


— 
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100 
100 

1,000 

1,000 


1,000 
100 
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100 
100 
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Advertisers’ Index. 


New advertising, or changes in standing ads., to assure at- 
tention the issue followin 4 he. reception, 
must be in hand on nesday. 








AMMONIA CONCENTRATORS, 
Bartlett-Hayward Co., Baltimore, Md..... ssssgesesess+- 187 
Fred Bredel Co., Milwaukee, Wis.........ssse0 eovecces 139 
Michigan Ammonia Works, Detroit, Mich............. 118 
The Gas Machinery Co., Cleveland, O......s.sesseeeees 119 
Western Gas Construction Co., Fort Wayne, Ind,,.... 144 

BURNERS. 

Wm. M. Crane Co., New York City.....cccccssccccseees 128 
CEMENTS, CONCRETES AND PAINTS. 
Atias Paint Co., Nashville, Tenn, ...:.ccccccccsccceccccce 116 
C. L. Gerould, New Castle, Pa@...cccccocccccccccsccceses 132 
Ernst Strassburger, Chicago, IlIS ......eecececesececesees 138 
Laclede-Christy Clay Products Co., St. Louis, Mo.,..... 122 
CHARGING BARROWS & COAL WAGONS, 
Davis & Farnum Mfg. Co., Waltham, Mass............. 196 
Kerr Murray Mfg. Co., Fort Wayne, Ind.... .......... 134 
The Stacey Mfg. Co., Cincinnati, O......cesseessceeeess 189 
COKE CRUSHERS. 
Bartlett-Hay ward Co., Baltimore, Md........ssessesseees 137 
C. M. Keller, Columbus, Ind.....ccccccscssecccesessceces 100 
CONVEYORS—ALL KINDS. 
Bartlett-Hayward Co., Baltimore, Md,.......ssseeesseeees 137 


Brown Hoisting Machinery Co., Cleveland, O...... rs 
Cruse-Kemper Co., Ambler, Pa.....c.csscsssesccescccees 124 
Cc. W. Hunt Company, New York City........ Sebcesces BAD 
Fred Bredel Co., Milwaukee, WiS......cescsecesessseeses 139 


G. A. Bronder, New York City....ccccssccccscscesesees 133 
Kerr Murray Mfg. Co., Fort Wayne, Ind............+.. 134 
The Gas Machinery Co., Cleveland, O.......0-sseeeses+- 119 


The Stacey Mfg. Co., Cincinnati, O......ccscccsscocceces 139 
Western Gas Construction Co., Fort Wayne, ind. 144 
EXHAUSTERS,. 


Connelly Iron Sponge & Governor Co.,New York City 133 
Connersville Blower Company, Connersville, Ind,.,... 140 


Davis & Farnum Mfg. Co., Waltham, Mass....... sesaes 
Isbell-Porter Company, Newark, N.J......scesssseees 223 
Kerr Murray Mfg. Co., Fort Wayne, Ind,..,.......... 134 
Piqua Blower Co., Piqua, O....ccccccccccscccccecsecscees 120 
The P. H. & F. M. Roots Co., Connersville, Ind..,....., 127 


GAS AND WATER PIPES. 
Davis & Farnum Mfg. Co., Waltham, Mass,............ 136 
Donaldson Iron Co., Emaus, P& ..ccccccscsccccccccseces 188 
R. D, Wood & Co., Philadelphia, Pa.........sceeceeee-. 242 
GAS BLAST FURNACES, 
American Gas Furnace Co., New York City............ 120 
GAS COAES, 

Berwiad-White Coal Mining Co., New York and Phila. 134 
Westmoreland Gas Coal Co., Philadelphia, Pa........ 125 
GAS COCKS. 

H. Mueller Manufacturing Co., Decatur, Ils,,,...... 129 
GAS ENGINEERS, 
Bartlett-Hayward Co., Baltimore, Md..,... sssseee sees 187 


Chamber Oven Co,, Cincinnati, O .....cccscccccccccccces 139 
Charles F. Leonard, New York City.........e.s.seeeees 114 
Cruse-Kemper Co., Ambler, Pa.........++. ecccccccccces 124 
Davis & Farnum Mfg. Co., Waltham, Mass............ 136 
Drakes Limited, Halifax, England...........ssecceessseee 126 
Evens & Howard Firebrick Co., St. Louis, ~ ee 71 
Frank D. Moses, Trenton, N. J...ccoceccee ceccsccscces 80 
Fred Bredel Co., Milwaukee, WiS.......ccccccssseseences 139 
Frederick J. Mayer, New York City......cscssssseses-- 138 
Glenn Marston, New York City........ccccsccsscececes 113 
Henry I. Lea, Chicago, Ills....... ecesesccevcccccescccccces 308 
H, M. Byliesby & Co., Chicago, Ills..........cscesecseses 186 
H. Thurston Owens, New York City........cccesccscees 113 
Humphreys & Glasgow, New York City................ 186 
Improved Equipment Company, New York City........ 117 


Isbell-Porter Co., Newark, N.J...ccccsscssccsesescecees 123 
Kerr Murray Mfg. Co., Fort Wayne, Ind.,............. 134 
Laclede-Christy Clay Products Co., St. Louis, Mo....... 122 
Light, Heat and Power Corporation, Boston, Mass.... 113 
Parker-Russell Mining and Mfg. Co., St. Louis, Mo...... 133 
Quintard Iron Works, New York City........cccecseseees 125 
R. D. Wood & Co., Philadelphia, Pa..........ccceeeeees 142 
The Gas Machinery Co., Cleveland, O......0..sseseseees 119 
The Stacey Mfg. Co., Cincinnati, O........ccscccsssececs 139 
The United Gas Improvement Co., Philadelphia, Pa... 131 
Western Gas Construction Co., Fort Wayne, Ind...... 144 
William A. Baehr, Chicago, Ills.......ccscccscessseeseces 124 
William Ww. Randolph, New York | 129 


GAS ENRICHERS, 
Standard Oil Co., New York City... ..ccccssccssessecess 136 
GAS GAUGES. 

The Bristol Co., Waterbury, COMD......cccecessesessess 128 
GAS GOVERNORS, 

Chaplin-Fulton Mfg. Co., Pittsburg, Pa.......ssseseses 138 


Connelly Iron Sponge & Governor Co., New York City 138 
Evens & Howard Firebrick Co., St. Louis, Mo.......... 71 
Isbell-Porter Co., Newark, N. J....ccscccsccccsecscccess 123 
Pittsburg Meter Co., East Pittsburg, Pa........0- esos 228 
Reynolds Gas Regulator Co.. Anderson, Ind.,,.....+.. 132 
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GASHOLDERS., 


Bartlett-Hayward Co., Baltimore, Md...........seseeees 137 
Chicago Bridge and [ron Works, Chicago, Ills.......... 18 
Cruse-Kemper Co., Ambler, Pa.............. coccceccoces IMG 
Davis & Farnum Mfg. Co., Waltham, Mass............. 136 
Deily & Fowler Mfg. Co., Philadelphia, Pa............. 140 
Kerr Murray Mfg. Co., Fort Wayne, Ind............... 134 
RK. D. Wood & Co., Philadelphia, Pa.............seeece. 142 
Riter-Conley Mfg. Co., Pittsburgh, Pa........ eeeccecce 115 
The Stacey Mfg. Co., Cincinnati, O. cocccesccccs 10 
Western Gas Construction Co., Fort Wayne Ind...,.. 144 
GAS MAIN 8TOPPERS, 

Safety Gas Main Stopper Co., New York City.......00. 185 

GAS METER CONNECTIONS, 
H. Mueller Manutacturing Co., Decatur, Llis,.... 

GAS METERS, 
American Meter Co., New York and Philadelphia..... 143 
D. McDonald & Co., Albany, N. Y.......cscccccecsccees Lil 
Helme & McIihenny, Philadelphia, Pa...........eese00. 148 
John J. Griffin & Co., Philadelphia, Pa.........cceeccee. 96 
Keystone Meter Co., Royersford, Pa.........ceccecsees 142 
Maryland Meter and Mfg. Co., Baltimore, Md........ 142 
Metric Metal Works, Erie, Pa..... sameaeeeweveneousess “O00 
Nathaniel Tufts Meter Co., Boston, Mass...... cocccccs 148 
New York Improved Meter Co., New York City...... 126 
Pittsburg Meter Co., East Pittsburg, Pa........-.eee0. 126 
Rotary Meter Co., New York City.......ccccecceecscecs 141 
Sprague Meter Co., Bridgeport, Conn.........ceecesees 14 
Standard Meter Co., Philadelphia, Pa................ ee 143 
GAS PLANT TOOLS. 
H. Mueller Manufacturing Co., Decatur, Lils,, 
GAS STOVES, 

American Meter Co., New York and Philadelphia...,, 143 
Keystone Meter Co., Royersford, Pa..............00005- 142 
Maryland Meter & Manufacturing Co., Raltimore, Md... 14% 
Nathaniel Tufts Meter Co., Buston, Muss............-. 142 

GAS TAPPING MACHINES, 

George Light, Dayton, O. coccceccessece S00 
H, Mueller Manufacturing Cu., Devatur, [lls..... evese one 
GAS WORKS APPAHATUS ANU 
CONSTRUCTION. 
Bartlett-Hayward Co., Baltimore, Md......... ..sseeee0s 137 
Connelly Iron Sponge & Governor NewCo., York City. 140 
Cruse-Kemper Co., Ambler, Pa............. eeccsesecsecs 308 
C. W. Hunt Company, New York City...............008 122 
Davis & Farnitm Mtg. Co., Waltham, Mass............ 136 
Deily & Fowler Mfg. Co., Philadelphia, Pa............. 138 
Evens & Howard Firebrick Co., St. Louis, Mo.......... 71 
Fred Bredel Co., Milwaukee, Wis.......... ecccccce coccee 130 
Gas Engineering Co., Trenton, N. J... ...cccccccscceseee 9 
Humphreys & Glasgow, New York City...... cocccescee 1300 
Improved Equipment Company, New York City......,. 117 
Isbell-Porter Co., New York City..... seecccees 123 
Kerr Murray Mfg. Co., Fort Wayne, [nd...........se00 134 
Laclede-Christy Clay Products Co., St. Louis, Mo..,..,,. 122 
Lioyd Construction Co., Detroit, Mich...,......... ss. 120 
Quintard [ron Works Co., New York City..........06. 135 
R. D. Wood & Co., Philadelphia, Pa.............ecece00 142 
Riter-Conley Mfg. Co., Pittsburgh, Pa................. 115 
The Gas Machinery Co., Cleveland, O..,.......cceceeees 119 
The stacey Mfg. Co., Cincinnati, O...........cceeeee008 139 
The United Gas Improvement Co., Philadelphia, Pa... 141 
Western Gas Construction Co,, Fort Wayne, Ind...,,. 144 
HIGH PRESSURE GAS GOODS, 

H. Mueller Manufacturing Co., Decatur, Ills,..,...,...., 129 

HOT WATER HEATERS, 
Humphrey Ov., Kalamazovu, MicD........ec000 ceeseeees 120 
INCANDESCENT GAS LAMPS, 
American Gas Light Co., Kalamazoo, Mich,..... sevecces aat 
Geuerai Gus Light Co., Kalamazoo, Mich....,.......... [21 
Weisbach Company, Gloucester, N. J...ccccscceesceess 140 
INCLINED RETORTS. 
Baltimore Retort and Firebrick Co., Baltimore, Md... 132 
Didier-March Co., New York City ......cecccesesscssess 138 
Evens & Howard Firebrick Co., St, Louis, Mo............ 7] 
Fred Bredel Co., Milwaukee, WiS.........scescsesscesece 139 
Gas Bench Construction Co., St. Louis, Mo............. 118 
Improved Equipment Company, New York City...,.,.,, 117 
Laclede-Christy Clay Products Co., St. Louis, Mo..,,,, 122 
page ene Mining and Mfg. Co., St. Louis, Mo... 132 
IN AND my gt feemned LAYING. 
Sullivan t a Plushing, N. ¥ ..cccccccccccccccccccccces 198 
PATENTS, TRADE-MARKS & COPYRIGHTS 
Koyal E, Burnham, Washington, D. C.............e.005 135 
PIPE LINE TOOLS, 

H. Mueller Manufacturing Co., Decatur, Ills,..,,......,, 129 
PREPAYMENT METER ATTACHMENTS, 
New York Improved Meter Co., New York City....,, 126 
PREPAYMENT METERS, 

American Meter Co., New York and Philadelphia..,,, 143 
D. McDonald & Co., Albany, N. Y....seee-csccsssscees-. 141 
Helme & Mclihenny, Philadelphia, Pa.........seeecees 143 
John J. Griffin & Co., Philadelphia, Pa......c.cccceeee, 96 
Keystone Meter Co., Royersford, Pa....sesessecesseese 112 
Nathaniel Tufts Meter Co., Boston, Mass.............. 142 
New York Improved Meter Co. New York City.,..,, 142 
Pittsburg Meter Co., East Pittsburg, Pa............... 126 
Spragte Meter Co,, Bridgeport, COMD....ccsesecssecees Lil 


coos 129 


covecsevcees 129 


COCO ree e ee eeeeee 





PROCESSES. 
Bartlett-Hayward Co., Baltimore, Md..... Sevcccccvcces 100 
Fred Bredel Co., Milwaukee, Wis..........ccceeeees ccoos 1 
Humphreys & Glasgow, New York City........ eccccece LO 


Improved Equipment Company, New York City........ 117 
The Gas Machinery Co., Cleveland, O............ ceseece 119 
The United Gas Improvement Co., Philadelphia, Pa... 131 
Western Gas Construction ©o., Fort Wayne, Ind...... 144 


PRODUCER POWER PLANTS. 


R. D. Wood & Co., Philadelphia, Pa...... ecceccccccocces LE 
PURIFIER AND SCRUBBER TRAYS. 
Bartlett-Hayward Co., Baltimore, Md.......... ead aaves 137 
Cabot Mfg. Co., Hoboken, N. J..........5 seeeeeeeerees SOD 
Western Gas Construction Co., Fort Wayne, Ind..,.,. 144 
PURIFIERS. 

Bartlett-Hayward & Co., Baltimore, Md..... eeseeecesees . 135 
Connelly Iron Sponge & Governor Co., New York City. 133 
Cruse-Kemper Co., Ambler, Pa...........5.: neetaweacues cme 
Davis & Farnum Mfg. Co.. Waltham, Mass........ ovpes Uae 
Evens & Howard Firebrick Co., St. Louis, Mo...... mana 
isbell-Porter Oo., Newark, N. J... .cccscecsccccccccccces 123 
Kerr Murray Mfg. Co., Fort Wayne, Ind.............. 134 
Quintard Iron Works, New York City............5+ ee 125 


kK. D. Wood & Co., Philadelphia, Pa.......... “enemas oe 142 
The Gas Machinery Co., Cleveland, O...... easinnacees 119 
The Stacey Mfg. Co., Cincinnati, O ..........ceceeeees . 139 
The United Gas Improvement Co., Philadelphia, Pa... 131 
Western Gas Construction Co., Fort Wayne, Ind...... 144 


PURIFYING MATERIALS. 
Connelly Lron Sponge & Governor Co., New York City 133 
The United Gas Improvement Co., Philadelphia, Pa... 131 


PYROMETERS, 

Brown Instrument Cuv., Philedelphia, Pa................ 126 
REGENERATIVE FURNACES. 
Baltimore Retort and Firebrick Co., Baltimore, Md.. 132 
Bartlett, Hayward & Co., Baltimore, Md.............. . 187 
Didier-March Co., New York City.......... 606 e060 eee 138 
Evens & Howard Firebrick Co., St, Louis, Mo.......... aa ee 
Fred Bredel Co., Milwaukee, WiS........cceccscsccccecees 139 


Gas Bench Construction Co., St. Louis, Mo............. 118 
Improved Equipment Company, New York City........ 117 
J. H. Gautier & Co., Jersey City, N. J...0 ccccccccccccce 182 
Laclede-Christy Clay Products Co., St. Louis, Mo....... 122 
Missouri Firebrick Co., St. Louis, MO,.........see000. 182 
Parker-Russell Mining and Mfg. Co., St. Louis, Mo... 132 


RETORTS AND FIREBRICKS, 


Baltimore Retort and Firebrick Co., Baltimore, Md... 132 
Didier-March Co., New York City.......sscscscseess eos 
Evens & Howard Firebrick Co., St. Louis, Mo..., 
Fred Bredel Co., Milwaukee, WiS.......c.cccscceccccsecs 139 
Gas Bench Construction Co., St. Louis, ee 
Henry Maurer & Son, New York City...........00008.. 425 
{mproved Equipment Company, New York City........ 117 
James Gardner, Jr., CO., Bolivar, P&@.....ccsccsssseess+ 134 
J. H. Gautier & Co., Jersey City, N. J...cccceccessesees Ji 

Laclede-Christy Clay Products Co., St. Louis, Mo...... 122 
Missouri Firebrick Co., 8t. Louis, MO...........05--0008 132 
Parker-Russell Mining and Mfg. Co., St. Louis, Mo.... 1:2 


RUBBER GOODS, 
New York Rubber Co., New York City...... seeebecekees 116 


SCRUBBERS AND CONDENSERS. 


Bartlett-Hayward Co., Baltimore, Md,........e..00- «+. 137 
Cruse-Kemper Co., Amler, Pa......eesseeee secssees cos 1S 
Davis & Farnum Mfg. Co., Waltham, Mass............ 136 
Evens & Howard Firebrick Co., St. Louis, Mo.......... 71 
Fred Bredel Co., Milwaukee, Wis..........00055 skdbenues 139 
Isbell-Porter Co., Newark, N.J...cccccssccscsceesvecees 123 
Kerr Murray Mfg. Co., Fort Wayne, Ind............... 134 
Quintard Iron Works, New York City....sseccseseseeeves 12h 
R. D. Wood & Co., Philadelphia, Pa.........cccceseeees 142 
Riter-Conley Mfg. Co., Pittsburgh, Pa........ssseseees LI5 
The Gas Machinery Co., Cleveland, O......ssesseesese8. AlY 
The Stacey Mfg. Co., Cincinnati, O.. ......0.+. coe 1 
The United Gas Improvement Co., Philadelphia, Pa. 131 
Western Gas Construction Co., Fort Wayne, Ind,,.... 144 


SELF-SEALING MOUTHPIECE DOORS, 
Bartlett-Hay ward Co., Baltimore, Md.... 


coveccccccccccoes lay 


Davis & Farnum Mfg. Co., Waltham, BEB ccccccscces . 118 
Fred Bredel Co., Milwaukee, Wis.........ceecceesecees ee 139 
Isbell-Porter Co., Newark, N.J...cccsssseccceecssceees 123 
Improved Equipment Company, New York City......... 117 
Kerr Murray Mfg. Co., Fort Wayne, Ind............ . ls 


Parker-Russell Mining and Mfg. Co., St. Louis, Mo...,, 132 
Quintard Iron Works, New York City...sscccees socveees 125 


R. D. Wood & Co., Philadelphia, Pa........sssseeeeees. 142 
The Gas Machinery Co., Cleveland, 0........eee00+-e008 LID 
The Stacey Mfg. Co., Cincinnati, O.......ce.ceeevees — 


Western Gas Construction Co., Fort Wayne, Ind...... 144 


STOKING MACHINERY. 
Fred Bredel Co., Milwaukee, WiS..........sseceeeeeees coe 19D 
G. A. Bronder, New York City....cccccscoccscccseseces» 133 
Laclede-Christy Clay Products Co., St. Louis, Mo.,..., 122 
Parker-Russel] Mining and Mfg. Co., St. Louis, Mo. ,,, 132 





STORAGE TANKS. 
Bartlett-Hayward Co., Baltimore, Md..... eccccccccccccces Ide 


Davis & Farnum Mfg. Co., Waltham, Mass.,........... 136 
Quintard Iron Works, New York City........ ccvccccccece 125 
The Stacey Mfg. Co., Cincinnati, O......... decccecccees 100 


Western Gas Construction Co., Fort Wayne, Ind 


STREET LAMPS. 
Thos. T. W. Miner, New York City......... C6ecesceeces 122 
Welsbach Street Lighting Co., New York anc Phila... 130 


TAR AND CARBONIC ACID EXTRACTOR, 
Bartlett-Hay ward Co,, Baltimore, Md...........seeeeeeees 187 
Fred Bredel Co., Milwaukee, WiS........cccccccccecceces 139 
Isbell-Porter Co., Newark, N.J...ccscccccscccccccscces 120 
Kerr Murray Mfg. Co., Fort Wayne, Ind.............. 134 
The Gas Machinery Co., Cleveland, O...........+. wanes | uae 
The Stacey Mfg. Co., Cincinnati, O. ...........008 a 
The United Gas Improvement Co., Philadelphia, Pa... 131 
Western Gas Construction Co., Fort Wayne, Ind...... 144 


VALVES. 

Bartlett-Hayward & Co., Baltimore, Md....... eccece 19 

Cc. W, Hunt Company, New York City..........esecee. 122 
Davis & Farnum Mfg. Co., Waltham, Mass............. 136 
Isbell-Porter Co., Newark, N.J....cccscccescccecess eves 193 
Kerr Murray Mfg. Co., Fort Wayne, Ind........... ex ae 
Ludlow Valve Manufacturing Co., Troy, N. Y.......... 1% 
kK. D. Wood & Co., Philadelphia, Pa............00 ceeess 1 


The Gas Machinery Co., Cleveland, O..... pepeesgeececuue. 250 

The P. H. & F. M. Roots Co., Connersville, Ind...,, ..., 127 

The Stacey Mfg. Co., Cincinnati, 0........cccccccesecess 139 

Western Gas Construction Co., Fort Wayne. PnG@.cs<0. 14 
VERTICAL 8’S. 

Connellylron Sponge & Gov.Co.(Drake’s[Eng.]System) 133 


Didier-March Co., New York City............. generates 138 
Evens & Howard Firebrick Co., St. Louis, Mo......... goto ee 
Fred Bredel Co., Milwaukee, Wis. ...........0e00-cceeeee 139 
Gas Bench Construction Co., St. Louis, Mo........ sooe HIS 


Improved Equipment Company, New York City 

Laclede-Christy Clay Products Co., St. Louis, Mo...... 122 

Parker-Russell Mining and Mfg. Co., St. Louis, Mo. .. 132 
WATER METERS. 

Pittsburg Meter Co., East Pittsburg, Pa.........0..5.. 16 

















About 130 
Write to 


STROH & OSIUS, Patentees, or 
MICHIGAN AMMONIA WORKS, - Detroit, Mich. 


HThurston Owens 


CONSULTING ENGINEER, 
LIGHT, HEAT AND VENTILATION, 


1147 Broadway, 
NEW YORK CITY. 


The hight, Heat & Power Corporation, Boston 
CONTRACTING ENGINEER 


Electric Light and High Pressure Gas Planis, 
Equipment, Material and Supplies. 


I3I State Street, Boston, Mass. 
Cable Address, ** LIHEPOWCO.”’ Code, LIEBERS’. 








in use. 


























~ GLENN MARSTON, 


NEW VWTo RB CiwTy. 


MUNICIPAL STATISTICS. 


Information for New Business and 

Commercial and Municipal Owner- 

Sp Compeignss iv ts Ss~ cts: 
CIVIC AND BUSINESS MEN’S 
ORGANIZATIONS PERFECTED. 
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WILLIAM A. BAEHR, 
CONSULTING ENGINEER, 


PHOPLES GAS BUILDING, CHICAGO. 


Also Representing The Bartlett Hayward Company. 








Position Wanted. 


An experienced gas manager, now employed as manager, 
desires a similar position either with a natural or artificial 
gas company, in a city of 20,000 population or over. No 
preference as to location of city. Can leave present posi- 
tion on 30 days’ notice. Results guaranteed. 

Address, >a 
1843-tf Care this Journal. 


WANTED, 


Position as Manager and Superintend- 
ent of Gas Plant. 


Best of references given. Fifteen years’ experience 
in gas business. Address, “ F.,” 
1840-tf Care this Journal. 








POSITION WANTED. 
A gas manager, now employed, desires simi- 
lar position in city of 15,000 population or 
over. Excellent record for results obtained in 
all departments and will refer to past and pres- 





SS | 

A company owning and operating a chain of small water | 
gas plants desires to secure ao all around, practical water 
gas make", one who is thoroughly experienced wi h laying 


meters, col ecting, soliciting, book keeping, repairing and 
operating all kinds of machinery and apparatus of a water 
gas plant and general office work. A young married n.an, 
who is strict!y sober and looking for a position of advance- 


q liremects, stating age, references, experience and salary 
expected. 


Address, ““ WATER GAS MAKER,” 














ent employers. Address, “D. S. C.,” 1858.2 Care this Journal, 
1853-tf Care this Journal. 
Position Wanted. WANTED, 


A gas manager, with 15 years’ experience in the gas 
business, desires a position in a city of 15,000 or 
over. Can guarantee results. Reference from past 
and present employers. 
Address, ‘‘ RESULTS,” 
1858.2 Care this Journal. 


Position Wanted 


By competent and experienced gas man as superin- 
tendent of a gas plant in a town of 20,000 or more. 
West or Southwest preferred, but will go anywhere. 
Can furnish best of references and guarantee results. 
Address, “M. F. T.,” 
1858-1 Care this Journal. 








set, with or without Condenser. 





State make, condition, etc. 
1855-3 Address, ** RAMLEB” care this Journal, 


WANTED, 


One 6-Foot or 7-Foot Lowe Water Gas 
Set in Good Condition. 








State price and condition of machine. 
1856-5 Address, “ B. B. F.,”’ care this Journal. 








Position Wanted. 


Married man, 34 years old, 15 years’ experience in 
all departments of the gas business; the past 10 
years and still employed asa street foreman; prefer 
a position as a street foreman. 
Address, ‘‘ C. P.,” 
1857-2 Care this Journal. 





Position Wanted. 





Ambitious and systematic young map, thoroughly compe- | 


tent in all branches of the distribution work of gas light 
companies, also conversant with modern, efficient systems 
for economically and successfully conducting same, desires 
potition where results receive recognition. 
Address, * B. A. Y..” 
1858 | Care this Journal. 


Position Wanted. 


A young map, with 12 years’ experience as manager of 
the commercial department with one of the large New 
England gas companies, desires to make a change. Thor- 
oughiy tamiliar with gas and electric business; als) an 
expert on industrial appliances. 

Address, ** COMMERCIAL,” 
1857-2 Care this Journal. 


WANTED), 
A Superintendent of Distribution. 














Man must have all-round gas works experi- 


ence. Address, LOUISVILLE GAS CO, 
1858-1 3LL W. Chesnut St., Louisville, Ky. 











Gas Solicitors 
Who have handled gas arcs wanted for permanent work by 
a leading central station in a 400,000 town. State age, ex- 
perience and salary desired. Address by letter only, 


E. C. REED, 
1858-2 309 St. Clarens Ave., Toronto, Canada. 





FOR SALE, 


One Hundred 3-Light Helme & Mcll- 
heuny Tin Gas Meters. 

| Make us an offer. 

MUSKOGEE GAS AND ELECTRIC CO., 

| 1858-1 MUSKOGEE, OKLA. 


FOR SALE AT ATTRACTIVE PRICES, 











Blowers,.—2? Connersville 68 ft. d.c. to Vertical Engines; 
2 McKenzie, belt; 2 positive gas Sturtevant No. 10, 
belt, with 2 horizontal engines; 3 Roots No.6 37 ft. 
d.c, to Vertical Engines. 


Exhausters.—1 Connersville 58 ft., belt ; 2 Connersville 
33 ft. d.c. to Vertical Engines ; 3 Wilbraham 5) ft., belt; 
1 Roots 37.25 ft., direct ; 2 McKenzie 25 ft., belt; 3 Mc- 
Kenzie 15 ft., belt; 1 McKenzie d.c. to Vertical Engine 


Engines,—1 Pheenix 11 in. by 14 in. Horizontal ; two6in. 


kiods of gas appliances, setting, repairing and test'ng | 


ment in the future, to become superi tendent of a com- | 
pany. Do not apply unless you can fulfill the above re- | 


WANTED, 


In a city of 45,000 inhabitants, a man with thorough 


| experience in the accounting end of the gas business, 


to take the position of chief clerk. A good opening 
for the right man. State full particulars regarding 


| age, experience, references, etc. None but experi- 
niains and services, all kinds of house piping, installing all | 


enced men need apply. 


| 1857-2 Address, **‘ BOX 109,’ care this Journal 











CHARLES F. LEONARD, 
CONSULTING ENGINEER, 


ST. PAUL BUILDING, 
220 Broadway, 
NEW YORE ciTy. 





A Second-Hand, 5 or 6-Foot Water Gas | TELEPHONE, - = = CORTLAND, 658. 











BOOKS FOR GAS MEN. 





LIQUID AND GASEOUS FUELS, by Viv- 
ian B. Lewes. 334 pages. Price, $2. 


THE GAS ENGINE, by Forrest R. Jones. 


447 pages and 142 cuts. Price, $4. 
HEATING, by W. J. Baldwin. Price, $2.50. 
PUBLIC LIGHTING BY GAS and ELEC- 

TRICITY, by W. J. Dibdin. 528 pages. 

About 150 illustrations. Price, $8. 
AUDEL’S GAS ENGINE MANUAL. 469 

pages. 156 illustrations. Price, $2. 
GAS MANUFACTURE, by W. J. A. Butter- 

field. Price, $2.50. 
HANDBOOK ON GAS ENGINES, by G, E. 
' Lieckfeld,C.E. Translated by George M. 

Richmond, M.E. Price, $1. 

GAS AND GAS WORKS, by Hughes and 

O'Connor. Price, $2.50. 

CHEMISTRY OF GAS MANUFACTURE, 
by Harold M. Royle, F.C.S. | Price, $4.50. 
MODERN COKING PRACTICE, by T. H. 
Byrom and J. E. Christopher. 168 pages. 

Illustrated. Price, $3.50. 





by 6 in. Vertical; 1 Sturtevant, 4 in. by 6 in. Vertical, 
no wheels, (See Blowers and Exhausters.) 


Fly wheels,—? C. I., 8{t.6in. diameter, 26 in. face, 10- 
in, bore, 


| 


Station Meters.—One 9 ft. 6in. by 9 ft 6in., no drum; | 
one 9 ft, by 9 ft.; one 8 ft. 344 in. by 8 ft.; one 8 ft. by 
8 ft. 


Purifiers,—4 boxes, 20 ft. by 24 ft. by 3 ft.6 in.., with 
3 covers. 


Condensers,—Two Multi-tubular, 7 ft. diameter by 23) 
ft. 4 in.: 401 24g-in, tubes. 


Governors, —One 20-in. Automatic; one 20-in, Balanced. | 
Tanks,—Of various capacities and shapes. 
Flanged Fittings—Miscellaneous 16 in., 20 in. and 24 in. | 

For further particulars apply to 


THE BROOKLYN UNION GAS COMPANY, 





' 
Kent avenue and Crogs street, Brooklyn, N. Y. 
1848-3m . | 


HEAT ENERGY AND FUELS, by Oskar 
Nagel. 306 pages and 118 illustrations. 
Price, $3. 

PRODUCER GAS AND GAS PRODUC- 
ERS, by Sawuel S. Wyer. 295 pages. 
Price, $4. 

THE MACBETH CALCULATOR for the 
Solution of Every Illumination Calcula- 
tion. Price, $6.50. 

RADIATION, LIGHT AND ILLUMINA- 
TION, by Dr. C. P. Steinmetz. 300 pages. 
127 illustrations. Price, $3. 

GAS MANUFACTURE FOR STUDENTS, 
by John Hornby. Price, $1.50. 

COAL TAR AND AMMONIA, by George 
Lunge. Price, $15. 


For Sale by 
AMERICAN GAS LIGHT JOURNAL, 42 Pine St., N. Y. City. 
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FiIVE-LIFT GASHOLDER: 225 Feet 9 Inches Diameter, 35 Feet Deep. 


' RITER=“CONLEY MFG. CO., 


Lr ee UT Et Ge... 


PLATE AND STRUCTURAL WORK OF EVERY DESCRIPTION. 


COMPLETE COAL GAS PLANTS. 
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THE 
ATLAS 
METER HOLDER RED, 
ri 

——" OR BLACK, 
GALLON $1.50 
CANS, PER GALLON 
ERED. 

$1.50 CANS, KEGS 
DELIVERED. OR BARRELS. 

COMPANY, 


NASHVILLE, TENN. 
NEW YORK CITY. 


A. S. B. LITTLE, General Manager. 


RUBBER GOO 


For Gas and Electric Plants. 

















NEW YORK RUBBER COMPANY, 


Incorporated 1881, 


MATIEAWAN N.Y. MAIN OFFICES: 84 and 86 Reade St., New York City. 








SCIENTIFIC BOOKS. 


GAS MANUFACTURE. By W. J. A. Butterfield. Vol. L.,|GAS,GASOLINE AND OIL ENGINES. By Gardner D. | FIELD’S ANALYSIS, 198. $5. 





Material and Processes, $2.50. Vol. IL, In Preparation.| = Hiscox. Fifteenth edition. $2.50 THE MACBETH CALCULATOR FOR THE SOLUTION OF 
MODERN GAs ENGINES AND PRODUCER GAS PRACTICAL HANDBOOK ON GAS , ENGINES. By G.| EVERY ILLUM{NATION CALCULATION. $6.50. 
coat. aoe FP depen ba mmpagy ™ Lieckfeld. $1. AMERICAN GAS ENGINEERING PRACTICE. By M. 

y George Lunge. $15. | HEAT A MODE OF MOTION. By John Tyndall. $2.50. ~~ Nisbet Latta, $4.50, 
GAS ANALYSIS. By Dr. W. H. Birchmore. $1.25. THEORY OF HEAT. By J. Clerk-Maxwell. $1.50. JONES JET PHOTOMETER, for Coal or Water Gas. Each 
ELECTRIC GAS LIGHTING. By H.S. Norrie. 50cents. AMMONIA AND AMMONIUM COMPOUNDS. ByDr.R.| $10. 
GAS ANALYST’S MANUAL. By J. Abady. $6.50. Arnold. $2. ELECTRICITY. 
GAS ENGINE DESIGN. By C. Edward Lucke, Ph.D. $3. | GASFITTERS’ QUESTION BOOK, WITH ANSWERS. | ELECTRIC WIRING DIAGRAMS axp SWITCHBOARDS. 
THE “GAS WORLD” YEAR BOOK, 1908, Edited by John y Albert Dunbar, 6.B. $1.00 By Newton Harrison, E.E. $1.50 

Douglas. $3. _A TREATISE ON THE COMPARATIVE COMMERCIAL| CARE AND MANAGEMENT OF ELECTRIC POW ER 
GAS AND GAS WORKS. By Hughes and O'Connor. $2.50 | Lea a a Cees. BD. a eee 
POOLE ON FUELS. By Herman Poole. $3. | INDUSTRIAL PHOTOMETRY, with Special Application 
GA8 ENGINEER'S POCKET-BOOK. By Henry O'Connor eS CHEMISTRY. By Prof. |""''\¢ Electric Lighting. By A.Palaz,§c.D. $4. 
PRAGHHGAL TREATISE ON WEAR, Ry Thonae Bee, x ILLUMINATING asp HEATING GAS. B7W. Baran, 81. ELEMENTS RLEOTRIO HORTING, lean Bets 
CHEMIDAL, FHOMMOLOGY : Vol.., Fast ond le Apis. adam. $2.80 MECHANICAL ENGINEERS. ByH.| By Philip Atkinson. $1.60. 

- 
LECTRIC TRANSMISSION OF ENERGY. By G. Kap 
mnagrmonigs ectenibeant traeattnewen, | AGRE SEGA EE-APTN LET 1D rowan | GER Sis 
e wor y Wm. D. Marks. CIAN’S POCKET-BOOK. By Monroeand Jamie- 
SELF-INTRUCTION FOR STUDENTS IN GAS MANU a yA Duc = aceon f 7 
- - elon Brooks MacFarlao 
SOT Ua, emontary, advanced and constructional, | se sqrscal PLUMBING. By P.J. Davies. Vol.1.,88. pe tesecsend pocorn ot ee enna 
ul os FUEL FOR MECHANICAL AND INDUSTRIAL VR. Tin SEED. 4 | PO Moepitalion $2. ee 
POSES. By E. A. Brayley Hodgetts. $2.50. COU enES.. Ry James 5. Snel on semeees, MANAGEMENT OF DYNAMO8 AND MO- 
eas ENGINE. By F. R. Hutton, B.M., Ph.D., Sc.D. $5. | Wen Leys 0TH CENTURY BOOK OF RECIPES, FOR- mi F- . het aaietne sone 
TECHNICAL GAS ANALYSIS. By Winkler & Lunge. $4. MULAS 4ND PROCESSES. By Gardoer D. Hiscox. $3. ine AND CABLES Oe 0 , 
CHEMISTRY OF GAS MANUFACTURE. By Harold M. TREATISE ON MASONRY CONSTRUCTION. Baker. $5. ey porp ; 

ee, TALE, OA THE “GAS WORLD” ANALYSES OF MUNICIPAL b. ee ee. 8. 
HEMPEL’S GAS ANALYSIS. $2.25 Se te tor Cea OF MUNN AL | | ELECTRIC LIGHT FITTING. $2. 

PRACTICAL TESTING OF GAS AND GAS METERS. ANALYSES OF GAS COMPANIES’ ACCOUNTS for | | PRACTICAL ELECTRICITY. $2.50. 

By C. Stone. $3.50. 1908, Each, $4. ELECTRICITY FOR ENGINEERS. $2.50. 

GAS ENGINE THEORY AND DESIGN. By A.C. Mehr- PUBLIC LIGHTING BY GAS AND ELECTRICITY. By | ELECTRICITY, Its Theory,Sourcesand Applications. By 
tens, M.E. $2.50. W.J. Dibdin, $8. John T. Sprague. $6. 





The above will be forwarded upon receipt of price. If sent by mail or express, postage or express ch 
must be added to above prices. We take especial pains in securing and forwarding any other Works that may 3 
desired, upon receipt of order. All remittances should be made by check, draft, or post office money order. Nc 
books sent 0.0.D. 








AMERICAN GAS LIGHT TOURNAL, 42 Pine Street, New Work City. 
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Part of a Recent Installation of Twenty Doherty Economizer Benches in One Plant. 


BENCH KNOWLEDGE. 


There’s vastly more to the Doherty Economizer Bench than a 
consistent relation of high-class materials in a complete 
Structure. 


The thing which doesn’t show on the surface is the ‘know 
how ” involved—the years of study by expert combustion 
engineers working toward a given end. 


And it is this ‘‘know how” which distinguishes the Doherty 
Economizer Bench, by making it the most economical 
bench on the market. 


THE IMPROVED EQUIPMENT CO. 


ENGINEERS DESIGNERS BUILDERS 


MAIN OFFICE: 60 Wall Street, NEW YORK. 


sy 


Sole Agents for the Dessau System of Vertical Retorts for Michigan, Ohio, Kentucky, Tennessee, Mississippi and Ail States West of These. 
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f.\| GAS HOLDERS, 


-—q{,|_| WATER TOWERS, STAMDPIPES, ONL TANKS, SCRUBBERS, SMOKE STACKS 
: © CHICAGO BRIDGE & IRON WORKS. : 


Main Office: 


Washington Heights, Chicago, Ill. 
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| \ No. 30 Church St., New York. ) WASHINGTON HEIGHTS. 
= Branch Offices, ; p,. torian Bldg., Dallas, Tex, SHOPS, ) cpEENVILLE. PA. 





GAS BENGH GONSTRUGTION GO., 


ST. LOUIS. MO. 


COAL GAS BENCHES. 


HORIZONTAL. INCLINED.~————-VERTICAL. 














WE HAVE ALL TYPES and SIZES IN SUCCESSFUL OPERATION. 
BUILT AFTER OUR OWN DESICNS and WITH OUR OWN MATERIALS. 


WATER CAS LININCS, ALL WORKMANSHIP, MATERIAL 
CHECKERBRICK. AND RESULTS CUARANTEED. 








COAL TAR AND AMMONIA. 


THIRD AND ENLARGED EDITION. . | 


k - & 
GEORGE LUN GE, PH.D. 


Price, $15. For Sale by L 
A. M. CALLENDER & CO., - - 42 Pine Street, New York City. 














NOW ON SALE. NEVWw EBDITIOnN IN CLOTH COVERS. 


| COX'S LOW PRESSURE COMPUTER, - - - Price, $2.50. 
' COX'S HIGH PRESSURE COMPUTER, - - - - - - 5.00. | 


SEND YO. COC. ORDER OR CHETCH TO 
*% 


AMERICAN GAS LIGHT JOURNAL, 42 Pine St., New York City. 
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THE GAS iboe ° HINERY "5 O,, 


CLEVEL AND. Werite) 


} COAL AND WATER GAS APPARATUS 
: EXHAUSTERS, CONDENSERS, SCRUBBERS, 
TAR EXTR ACTORS, WASHERS, PURIFIERS, 
VALVES, CONNECTIONS, 
BY PRODUCT MACHINERY, 
COMPLETE GAS PLANTS. 














RETORT HOUSE GOVERNOR. Write for Bulletin Form No. 27; 


a 








THE GAS MACHINERY CO. 


CLEVELAND, OHIO. 
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ORDER NOW 
TO GET PROMPT SHIPMENT. 


HUMPHREY AUTOMATIC 
GAS WATER HEATERS 


@ Have the valve at the top; easy and 
cheap to connect ; a sootless bunsen 
flash pilot; a galvanized, rust-proof, 
non-clogging burner, and many oth- 
er things making for trouble freedon 
and high efficiency. .. .. .. .. 


GUARANTEED. 
They Make Pleased Users 


HUMPHREY GO., 


Kalamazoo, Mich. 


MACHINES 


INDUSTRIAL PURPOSES. 


A MOST PROFITABLE DEPARTMENT FOR 
GAS COMPANIES. 


WHAT WE MANUFACTURE : 


Pressure Blowers, © Heating Machines, 
Gas Blast Furnaces, Blow Pipes and Burners. 


STATE 





















ROIT < Ton 


TPP VTUPAWERATD 


GAS FURNACES AND HEATING 


No. 54 Heating Machine. 
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OF WORK 


to be done in 
given time. 


This MACHINE recommended for ANNEALING or HARDENING NEEDLES, STEEL PINS and AMERICAN GAS FURNACE COMPANY 
similar work. ’ 





** Heating Machines ’’ are Furnaces provided with carriers or propelling machinery for 224 John St., New York, N.Y. 
the Continuous Transmission of Work through heated space, for An- 
nealing, Brazing, Hardening and Tempering Quantities. CATALOGUE SENT on APPLICATION, 











ALCOHOL, Its Manufacture from Farm Products and De-Naturing, 


By F. B. WRIGHT. 
A NEBW AMERICAN BOO EX. 





CONTENTS. 

Chapter 1. Alcohol, its various forms and sources. Chapter 6. Alcohol from Grain. 

* 2. Mashing, cooling and fermentation in general. = 7. Alcohol from Beets. 

“ 3. Distillation, simple forms of stills, the production of . 8. Alcohol from Sorghum and Molasses. 

iM Alcohol from wine. “ 9. De-natured Alcohol and its Commercial uses. 

4. Malting. “10. Alecoholometry. Index. 
“ 5. Alcohol from Potatoes, mashing, fermentation, distil- 
lations, Continuous stills. 





Fully Illustrated with Original Drawings of Necessary Apparatus. 
PRICE, Si. For Sale by 


AMERICAN GAS LIGHT JOURNAL, 42 Pine St.. New York City. 
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You can have an 


All the Year Round 


GAS SHOW 


WwuoTrE 
















HUMPHREY ARCS. 
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Write Publicity Department, 48 West Broadway, New York City, for the reaso1. 








GENERAL GAS LIGHT COMPANY, 


KALAMAZOO. NEW YORK, DAN FRANCISCO. 
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Laclede-Ghristy Clay Products bo. 


ST. LOUIS, MO., 


Designers, Manufacturers 


and Builders of 


HORIZONTAL, INCLINED and VERTICAL 


GAS BEN 


CHES. 


All Types in Successful Operation. 


WE MAKE A SPECIALTY OF 


WATER GAS LININGS. 


Cur Plants are Equipped for Handling the 


Largest Contracts. 


Qur Products are Manufactured from Glays Taken from Our Own Mines. 














Hunt Noiseless Bucket Conveyor 


|THE 






LOWELL, 


MASS. 
Ss 


Handling coul from railroad cars t» Coal Storage pockets and from storage to THOS. T. W. MINER, 


retort house. The coal can be driwn from the bottom of the pocket into the tun- 


nel conveyor should spontaneous combustion occur. Capacity, 30,000 tons. 821 and 823 Eagle Avenue, 











Our specialty is the economical ha:idling of coal or coke in Gas Works, and 


= GLOBE STREET LAMPS. 


LOWELL ALL KINDS OF GAS OR BURNERS. 
GAS COMPANY, This is only one of a Large Variety 


“THE MINER” 


OVER FORTY YEARS IN 
USE THE WORLD OVER. 


BEST STREET LAMPS 


for 


of Styles. 


END FOR CATALOGUE. 


New York. 











our engineers are ready to study your particular case and apply the cheapest and 


most modern methods. ‘They are at the service of any present or prospective. NOW ON SALE. NEW EDITION IN CLOTH COVERS. 


customer. Call on them to solve your problem. COX'S 


C.W. Hunt Company, | wieerane's. | 60)°S 


New Vork City, 45 Broadway. Richmond, Va., State Bank, Bldg. Atlanta, Ga., 6U7 
Rhodes Bidg. Chicago, 1616 Fisher Bidg. San Francisco, 865 Monadnock Bldg. 








LOW PRESSURE COMPUTER, - Price, $2.50 


HIGH PRESSURE COMPUTER, - —~ 6.00 
For Sale hy AMERICAN GAS LIGHT JOURNAL 


, 
42 Pine Street. New Work City. 








| 
Se RE OS eS a es a 
Sawer were. UCC —“‘“‘ia “‘C WO RS 


Modern Machine Shop Construction, Equipment and 
x ment, by OSCAR E. PERRIGO, M.E. Alcohol, its Manufacture from Fa 








7m Products and | 


De-Naturing. By F. B. WRIGHT. Gas Engineer's Pocket-hook, nena o'connor, 


Comprising Tables, Notes and Memoranda relating to the 
Ganttactie Distribution and | se of Coal Gas, and the 





es Sey Price, $1. Fur Sale by Construction of Gas Works. PRICE, $3.60. For Sale by 
A. M, CALLENDER & CO., 42 Pine St., Naw York City. | A.M. Callender & Co., 42 Pine Ct., New York City.'A, M. Callender & Oo., 42 Pine St., New York City. 
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ISBELI-PORTER COMPAN W, 


a a 














FOWLER'S BUILD YOUR 
: PATENT HORIZONTAL 8’S 
STAND PIPES WITH 8-FOOT 
i FOR ARCHES AND 
\5 MACHINE REDUCE THE 
13 OPERATED COST OF 
‘ RETORT SETTINGS AND 
4 HOUSES. BUILDING. 
§ 
& 
2 
. 
li 
' 
| 
4 CONTRACTORS FOR 
COMPLETE MECHANICA LILY -OQPERATED 





RETORT HOUSES. 











MEETING TIMES OF THE VARIOUS GAS ASSOCIATIONS. 





American Gas Inatitute.—Annual meeting, October, 1911. 


St. Louis, Mo. Officers: ; Missouri Electric Light, Gas, Water Works and Street Railwau Association.—Annual 
President, Donald McDonald, Louisville, Ky. Secretary, A. B. Beadle, 29 West 39th st., 








N. Y. Citv. 











Canadian Gas Association.—Annual meeting, June, 1911. Officers | 
President, Arthur Hewitt, Toronto, Ont.; Secretary and Treasurer, John Keillor, | 
Hamilton, Ont. 

Empire State Gas and Electric Association.—Annual meeting, Nov., 1911. New York 
City. Officers: President, C. R. Huntley, Buffalo, N, Y.; Secretary, C. H. B. Chapin, 
29 W. 39th street. New York City. 


Guild of Gas Managers of New England.—Annual meeting, December. Young's 
Hotel, Boston; monthly meeting, second Saturday. Officers: President, A. K. Quinn; 
Newport, R. I.; Secretary, Walter G. Africa, Manchester, N. H. 


Illinois Gas Association.—Annual meeting, time, March, Chicago, Ills. Officers: 
President, A.S. Harrington, Chicago, Ill.; Secretary-Treasurer, C. B. Strohn, Elgin, II. 


llluminating Engineering Society.—Annual meeting Oct. Chicago, Ill., 191]. Meetings of 
Sections, monthly. President, E. P. Hyde, Cleveland, O.; Secretary, Preston S Millar, 
29 W. 39th street, N. Y. City. Sections: New York: Secretary, Albert J. Marshall, 36 
West 39th street. New England, Secretary, L. D. Gibbs 3% Boylston street, Boston, 
Mass. Philadelphia, Secretary, F. N. Morton, Broad and Arch streets Chicago, 
Secretary, F. H. Bernhard, Marquette Building. 


Indiana Gas Association.— Annual meeting, Jan. 18 and !9, 1911, Fort Wayne, Ind. Officers: 
President, Carl H. Graf, Indianapolis; Vice-President, S. E. Mulholland; Secretary- 
Treasurer, Philmer Eves, Indianapolis Gas Company, Indianapolis, Ind. 


Ima District Gas Association.—Annual meeting, time, June, 1911, ; 
Officers: President, Austin Burt, Waterloo, Ia.; Secretary and Treasurer, G. I. 
Vincent, Des Moines, fa. 





Kansas Gas, Water and Electric Light Association.—Annual meeting, time, -- 
Wichita, Kas. Officers: President, W. A. Scothorn, Hutchinson, Kas.; Secretary and 
'Yreasurer, J. D. Nicholson, Newton, Kas, 


Michigan Gas Association-— Annual meeting, time, Sept. 1911; Detroit, Mich. Officers: 
President, A. P. Ewing, Detroit, Mich.; Secretary-Treasurer, Glenn R. Chamberlain, 
Grand Rapids, Mich. 


meeting, April 13, 14 and 15, 1911; St. Louis, Mo. QOéficers: President, R. J. Irvine ; / 
Secretary und Treasurer, W. J. Cunningham, Sprinetield, Mo. ' 


National Commercial Gas Association.— Annual meeting, December 5-12, 191]. Denver, 
Officers: President, C. N. Stannard, Denver; Secretary, Louis Stotz, 39 West 39th 
, Fi 4 
street, New York City. { 


Natural Gas Association.—Annual meeting, May 16,17 and 18. 1911; Pittsburgh, Pa. 
Officers: President, John M. Garard, Columbus, O, Secretary, T. C. Jones, Delaware, 
O. Editor Wrinkle Department, F. W. Stone, Ashtabula, 0, 


New England Gas Association.—Annual meeting, third Wednesday in February, 1911; ; 
Boston. Officers: President, W. H. Snow, Holyoke, Mass.; Secretary-Treasurer, N. W. ' 
Gifford, East Boston, Mass. 


Oklahoma Public Utilities Association.—Annual meeting. May 9. 10 and 11, 1911. Of- 
ficers: President, E. C. Reynolds ; Secretary, Galen Crow, Guthrie, Okla. 


Pacific Coast Gas Association.—Annual meeting, Sept. 20, 21 and 22, 1911, Oakland, 
Cal. Officers: President, F. A. Leach, Jr., Oakland, Cal.; Vice-President, W. Baurhyte, 
Los Angeles, Cal.; Secretary-Treasurer, John A. Britton, 925 Franklin street, San Fran 
cisco, Cal. 

Pennsylvania Gas Association.—Annual meeting, April, 1911, Reading, Pa. Officers 
President, J. H. Keppelman, Re’ding, Pa.; Secretary-Treasurer, William H. Merritt, 
Lebanon, Pa. 


Society of Gas Lighting.—Annual meeting, December, 1911; monthly meeting, second 
Thursday. Place, New York City. Officers: President, Fred. S. Benson; Secretary, 
George G. Ramsdell, Waterbury, Conn. 


Southern Gas Association.—Annual meeting, April 19-21, 1911, Montgomery, Ala. Officers: 
President, H. W. Frund, Salisbury, N. C.; Secretary-Treasurer, Jas. Ferrier, Rome, Ga. 








Southwestern Electrical and Gas Association.— Annual meeting. May, 1911, 
Tex. Officers: President, W. B. Tuttle, San Antonio, Tex.; Secretary, H. B. Head, 
Stephensville, Tex. 





Wisconsin Gas Association.—Annual meeting, May —, 1911, Milwaukee, Wis 
Officers: President, W. H. Winslow, Superior, Wis.; Secretary-Treasurer, Henry Har- 
mon, Milwaukee, Wis. 








Directory of American Gas Companies, 1440. 


Price, $5.00. 


For Sale by 


American Gas Light Journal, {42 ¥'2,3t- 
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Ambler, Pa. 
56 Pine St. 


Sales Enginecr. 
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a “PIQUA.” 














GAS EXHAUSTERS AND BLOWERS. 


We have a full line of sizes for all standard pressures. The 
design, material and workmanship is A-1. Prompt Delivery 
and Reasonable Prices. WHY NOT give uS YOUR require- 
ments P ae ca ye we we we ae a 


THE PIQUA BLOWER CO., 


FztQva, ODITO. 












QUINTARD IRON WORKS C0., 
Foot of Twelfth Street and East River, New York 
BENCH WORK, 
CONDENSERS, 
SHAVING SCRUBBERS, 
CAST IRON FLANGED PIPE, 
RIVETED STEEL PIPE. 


FREDERICK W. FLOYD, Engineer. 


Ludlow Valve Mig, Co., 


TROY.N.Y., U.S.A. 
Double and Single Gate Valves, %4’’ to 72”, 


Gas, Water, 
Steam, Oil, 
Ammonia, Etc. 


HOT GAS VALVES A SPECIALTY. 








ESTABLISHED 1856. 


HENRY MAURER & SON, 


Manufacturers of 


High Grade Firebrick, Blocks, Tiles, 


mrTrec., 
Works: Maurer, N. J. Office: 420 E. 23d St., N. Y. City. 











Send for Catalogue. 














JsUsT PUBLISHED. 


Catechism of Gentral Station Gas Engineering in the United States. 


Compiled from the questions and answers sent out to the Practical Class, Tiustees Gas Education Fund. 











Section I. General Definitions. Section II. Manufacturing Materials. Section ITI. Manufacturing Plant---Construction and Operation. 
Section IV. Distribution System and Consumers’ Appliances. Section V. Chemical. Section VI. Physical. 
Section VII. Masonry Construction. Section VIII. Miscellaneous. 





Gy INCHES BY 9 INCEIES. G72 PAGES ILLUSTRATED. 
& BRLO BD : 
Cloth, $5 net, plus postage. Flexible Leather, $7 net, plus postage. 


For Sale by TRUSTEES GAS EDUCATIONAL FUND. 58 William Street, New York ne 


MODERN GAS ENGINES ant PRODUCER CAS PLANTS, 


By R. MATHO?L, M.E., 














Containing a Preface by DUGALD CLERK, F.C.S., Indorsing the Book. 


PRACTICAL Treatise of 320 pages, Fully Illustrated by 175 Detail Illustrations, Setting 

» Forth the Principles of Gas Engines and Producer Design, the Selection and Installa- 

tion of an Engine, Conditions of Perfect Operation, Producer Gas Engines and their Possi- 

bilities, the Care of Gas Engines and Producer Gas Plants, with a Chapter on Volatile 
Hydrocarbons and Oil Engines. 


Price, $2.50. F'or Sale by 


A. M. CALLENDER & CO., - 42 Pine Street, New York City. 











126 American Gas Zight Zournal. 





Jan. 16, 1911 














The Item of 
Maintenance 


is the smallest on the 
operating sheet of gas 
companies using 


IRONCLAD, 


CAST IRON, DRY, 


Gas Meters, 





re convenient to 
Either Straight or Circular Reading because they are 


Registers set, large in capacity, with slight 
CATALOG 100 FREE wear on working parts, and the 


Pittsburg Meter C0. entire meter has 


Main Office and Works: 
EAST PITTSBURG, PA. 


New York, 149 Broadway. CAST IRON 
Chicago, 256 Madison Street. PROTECTION 


Kansas City, 6 West 10th Street 
Seattle, 8th and Madison Streets. 
San Francisco, 149 New Mont- Why not write for a detailed re- 


gomery Street 


Manufacturers of Gas Meters part on the aaving yonen aan 


and Water Meters. with IRONCLADS. 
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HALIFAX ENCUAND. 














-PYROMETERS 


—FOR— 


WATER 
GAS 


APPARATUS. 


Accurate, 
Durable, 





BROWN 
. INSTRUMENT 
COMPANY, 


PHILADELPHIA, PA 








* 
Reliable. 





PACIFIC COAST REPRESENTATIVES: 


THE NEW MODEL: 
PREPAYMENT METER. 





SEND FOR SAMPLE METER AND LET US SHOW 
YOU THE NEW IMPROVEMENTS. 


NEW YORK IMPROVED METER CO, 


306-310 EAST 47TH ST., NEW YORK CITY. 


NORTHWEST GAS EQUIPMENT COMPANY, PORTLAND, ORE. 




















nai 
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AMERICAN 1910-A 


INVERTED GAS ARC LAMP. 


YOU WHO ARE LOOKING FOR GOOD THINGS NOTE SOME OF 
THE EXCEPTIONAL FEATURES OF THIS LAMP. — 

The Ventilator is made in two verticai hinged sections which may 
be easily opened, removed if desired, and locked automatically. 


! The Valve may be removed for cleaning by loosening ONE set 
Screw and turning a hexagon nut. No Springs to get out of order. 


All working parts accessible, removable and interchangeable, even 
while lamp is in operation. 

Each Burner has a Separate Gas Adjustment which may be locked 
after correct incandescence is obtained. 


Mantles are suspended in a Plate which raises and lowers on two 
guide rods—No Jar—No Warping —Great Saving in Maintenance Costs. 


Porcelain Burner Noses are held firmly in position by German Sil- 



































ver Cap. 
Best Material. Skilled Workmanship. Every Lamp guaranteed 
Made in 3 ard 4 Burners. , mechanically perfect. 
A LABOR SAVER. A LIGHT GivER. A PRICE SATISFIBER. 








aa CORRESPONDENCE SOLICITED. ___ 


AMERICAN GAS LIGHT COMPANY, 


KALAMAZOO, MICH. BOSTON, MASS. MANCHESTER, ENGLAND, 














ROOTS’ EXHAUSTERS. 


A half century of experience, up-to-date engineering and shop facilities embodied in these World Famous 
Gas Exhausters. 





An Installation for the Peoples Gas Light and Coke Co,, Chicago, HI., handling 1,000,000 cu, ft. per hour, under si: - (6) 
pounds per square inch. 


PrP. He F. mM. RooOTs COMPANY. 
HOME OFFICE : Connersville, Ind. NEW YORK OFFICE: 120-122 Liberty St. CHICAGO OFFICE: 1547 Marquette Bidg. 


SEND FOR POCKET EDITION OF ‘ENGINEERS’ PRACTICAL REFERENCE BOOK.” 
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=> BRAY BURNERS HAVE BEEN USED FOR MORE THAN 
Re FORTY YEARS. 


o In that time they have been recommended and used by the leading 
gas experts, endorsed by the U.S. Government Inspectors of Gas, as well 
prominent State Inspectors. 





ill 


j 


To-day the Bray is the only high-grade, absolutely reliable open flame 
burner on the market. 


- M. CRANE COMPANY, 


16, 18 and 20 West 32d Street, New York, 
SOLE AGENTS FOR GEO. BRAY « CO., LEEDS, ENGLAND. 











mmwomnnrgyaaceccce = THE WM, H. BRISTOL ELECTRIC PYROMETERS, 
EMAUS PIPE FOUNDRY. ——— a 


DONALDSIN IRON COMPANY. EMAUS, PA. 





The accompanying illustration shows a Complete Indi- 
cating Pyrometer as recommended for measuring tem- 
peratures at the top of Superheater of Water Gas Ma- 
chine. 





GAST IRON GASeWATER PIPE 


Write for new 56 page illustrated catalogue No. 130, 
with full information about Indicating ana Recording 
ou'fits of these Pyrometers, including partial lisc of 
more than 750 users. 


THE BRISTOL COMPANY, - Waterbury, Conn. 


BRANCH OFFICES: NEW YORK. PITTSBURG. CHICAGO. 





MANUFACTURERS OF 


CAST IRON PIPE AND SPECIAL CASTINGS 


FOR WATER AND GAS. 
Also, FLANGE PIPE, LAMP POSTS, Etc. 








JUST PUBLISHED, {5TH EDITION, REVISED, ENLARCED AND RESET. 


=e) Gas, Gasoline and Qil Engines, 


GASOLINE INCLUDING GAS PRODUCER PLANTS, 
ort ENGINES By GARDNER D. HIScoxXk, M.E. 
HIScO¥ Author of “MECHANICAL MOVEMENTS,” “COMPRESSED AIR,” Ete. 
PRICEH,----- $2.50. 


The only complete American book on the subject for Gas Engine Owners, Gas Engineers and intending 
purchasers of gas engines, treating fully on the construction, installation, operation and maintenance of gas, 
gasoline, kerosene and crude petroleum engines. 

The new rewritten, enlarged and revised 15th edition of this work has been prepared to meet the increas- 
ing demand for a thorough treatise on the subject. Its 450 pages give general information for everyone interested in this popular mo- 


tive power and its fidaptation to the increasing demand for a cheap and easily managed motor requiring no licensed engineer. It is 
fully illustrated by 351 Engravings and Diagrams. For sale by 


A. M. CALLENDER & (C0, - - - - - 42 Pine Street, New York City. 


Gas Companies’ Bookkeeping, 


1906 HDITION, 
By JOHN H. BREARLEY and BENJAMIN TAYLOR. 


A Practical Treatise on the Keeping of Gas Companies’ Accounts, 
WITH USEFUL 


FORMS FOR GAS UNDERTAKINGS. 
PRICE, CLOTH, $4.50, MOROCCO, $6.50. 
FOR SALE BY 


AMERICAN GAS LIGHT JOURNAL, 42 Pine St., New York City. 
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“) AN ECONOMICAL EQUIPMENT, a ‘‘sBROWN- 
HOIST’? LOCOMOTIVE CRANE 
AND GRAB BUCKET. 


|, |The illustration shows equipment in use at Mal- 
| den and Melrose Gas Light 
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ie Brown Hoisting Machinery Ca, 


CONSULTING ENCINEER, 
FORMERLY CHIEF ENGINEER AND VICE-PRESIDENT OF 
HUMPHREYS & GLASGOW, INC. 
EXAMINATION «xo VALUATION of PUBLIC UTILITY 4»o POWER CORPORATIONS. 
ADVICE AS TO CONSTRUCTION 4x° MANAGEMENT. 

















Any Tapping Machine Won’t Do, 


No more than any man will do for superintend- 
ent. It must bea particular kind of a machine, 
just as it must be a particular kind of man. 








The No. 14 Mueller Gas Tapping Machine is the 
particular kind that suits 
many gas companies. 





It will tap mains under 
pressure from 3 to 2-inch 
and dead mains 3 to 3-inch. The No. 14 Mueller 
is a strong, serviceable and dependable machine. 





Unconditionally Guaranteed. Sent on 30 days’ 
free trial. 


TRACE MARK 


MUELLER 


REGISTERED 


H. MUELLER MFG. CO. 


Works and General Offices, Eastern Division, 
DECATUR, ILL., U. S.A. NEW YORK, N.Y., U.S.A. 
(Patented.) West Cerro Gordo St. 254 Canal St. (cor. Lafayette). 

















FIELD’S ANALY SIS 
F'or the Wear 1909. 


An Analysis of the Principal Gas Undertakings in England, Scotland and Ireland. Being the 41st Year of Publication. 








For Sale by AMERICAN CAS LICHT JOURNAL, 42 Fine Street, New Work Olitys 
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NEW YORK, 318 West 42d Street. PHILADELPHIA, Broad and Arch Streets. CHICAGO, 218 La Salle Street. 
BOSTON, 820 Beacon Buliding. ST. LOUIS, 712 Roe Buliding. SAN FRANCISCO, 612 Oak Street. 


— WELSBACH STREET LIGHTING COMPANY 





“eo 


ee-OF AMERICA.... 


Ps 
ae 
¢ 





contois na WElshach System 
ve" of Street Lighting, 


Which includes its specially DESIGNED and 
PATENTED BURNER for PARK LIGHTING 
exclusively. 

Uniformly SUCCESSFUL in 150 Cities 
and Towns. 

By means of the Weisbach System of 
street lighting the superiority of GAS over 
electricity for street lighting has been fully 
demonstrated. 








POINTS OF MERIT: 


Economical, 

-_ | Attracti 

It is ttractive, 
Successful, 
Up-to-date. 

IT LIGHTS THE STREET. 
Where there are no gas mains we 
can furnish an equally good light 
by our S=LF-GENERATING NAPHTHA WELS- 


BACH BURNER, and thereby supply a 
uniform light in all localities. 








Correspondence Solicited from 
Gas Companies and Others 
ieee alae interested in Municipal 
No. 36. and Outside Lighting. 
e 


ETERNAL VIGILANCE IS THE PRICE OF SUCCESS.” 


Your customer of to-day can be your customer of to-mor- 
row only by furnishing him with the very best lamp available. 




















Gas illumination offers the consumer ideal service. Con- 
structed to insure permanent satisfaction, the WELSBACH 
REFLEX LAMP offers the gas company a means of holding its 


present business and invading the field of its strongest com- 
petitor. 


Consider well the opportunities before you of making the 
No. 24—With bypass hioh qualities of the WELSBACH REFLEX LAMP and the 
REFLEXOLIER the basis for an aggressive campaign “for permanent satis- 
faction.” 








Call upon our Illuminating Engineering Laboratories. We can offer you 
co-operation in more ways than one. 


Wilslach Compan 


Factories: 


U 
No. V-1297—FLEMISH. 
One of our many new Reflexolier designs. 


Cloucester, N. J.— Columbus, O. 
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THE UNITED GAs 
IMPROVEMENT ComMPANY, 


PHILADELPHIA. 





BUILDERS OF 
THE STANDARD DouBLe SUPERHEATER 


Lowe Water Gas APPARATUS. 





ACCURATE MEASUREMENT 
OF 


AIR AND STEAM SUPPLY 





| (PATENTED), 


PERFECT CONTROL 


AFFORDING OF CGENERATOR FIRE CONDITIONS. 





UNIFORM RESULTS. 


PRODUCING HICHEST EFFICIENCIES. 
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Established 1868. incorporated 1890. 


be 59 
A Cement of great value for patching retorts, putting on | B E ST B Y T —E ST. 
ome. Edenton, ay Davin R. Daty, V.-Prest. & Treas. mouthpieces, making a bench-work joints, hh ning 08 | 

cra ene furnaces and cupolas. This cement is mixed ready for use. 


Economicand thoroughinits work. Fully warranted to stick. 
Price List, f.o.b. NEW CASTLE, PA. | ESTABLISHED is6s. 
In Casks, 400 to 800 pounds, at goes per pound. 


= ;ees 3100 han 100 * bed 
pvc es & Essex Streets, os 


Jersey City, N. J. 29 ae a GEROULD, Pa. un j FIRE BRICK 
TORTS. FIRE RESISTS DECARBONIZATION, K RETO orré ( COMPANY: 
Best Cement for Patching, 
Se 


CLAY GAS RETORTS, FIRE CLAY TILES, 
FIRE BRICK and FIRE CLAY SPECIALTIES. | Repairing, Glazing 
ira ong Sow COAL GAS BENCHES, 


—__.e 
anal up Bench 
seeks of 330 


€round Fire Clay, Fire Sand and Cround 
Fire B : oes 
tian noe opcemignaeaaan ae, HORIZONTAL RETORTS. 
SOLS IMPORTER, INCLINED RETORTS 


3630 Lincaln Ave Chicago, Mle” | VERTICAL CHAMBERS. 















































SOLE MANUFACTURERS OF THE 


FLEMMING GENERATOR GAS FMA 


THE PARKER-RUSSELL MINING AND MFG. CO., 


St. Louis, Mo., 500-508 Liggett Bldg. New York Office, 45 Broadway. 


CAS RETORT BENCHES, Uorizontals, Verticals, Inclines. 
Longest Life---Largest Output per Retort---Lowest Fuel Results---Greatest Ease of Operation. 
WATER CAS LININCS. 

STOKING MACHINES, FIDDES-ALDRIDGE DISCHARGING CHARGER. 
WOODALL-DUCKHAM, CONTINUOUS SYSTEM OF VERTICAL RETORTS. 


LARGE sTO CHK OF RETORTS AND SETTINGS ON HAND. 
ALL OUR WARES ARE MANUFACTURED AT OUR OWN PLANT FROM CLAYS MINED FROM OUR OWN MINES. 


All Contracts Made as of St. Louis. Correspondence Solicited. 


— BRICK CO, 0 ==" 
President and General Manager. uy iss2. 7 


———— MANUFACTURERS OF 


Gas Retorts, Bench Settings, Fire Brick, Cupola Linings, Etc. 


We are the Exclusive Agents for the Mitchell Patent Benches, Constructed with Half or pd 
Depth Furnaces, to Burn a Yoal or Coke, and Arranged for Front or Rear Clinkering. The City Office: " LOUIS, 

















Mitchell é the Original Coal Firing Bench. We also Erect Plain Benches with One to Six 411 Olive Street, 
pes | 
"YOUR CORRESPONDENCE IS RESPECTFULLY SOLICITED. Continental Bank, 








EBS PERT INSPECTION of Holders and Other Structures During Construction. 
EBCONOMIC DESIGN’ of Steel Structures, Reinforced Concrete, Masonry and Foundations. 
CHAMBERS & HONE, Coosulting Engineers, ° o 1 Liberty Street, New York City. 


REYNOLDS: GAS REGULATOR COMPANY, 


ANDERSON, IND., U. S. A. 
We make all sizes for all classes of reduction, 


Double and Single District Stations, 


And Individual Service Governors for Reducing 
High Pressure. 


HOLDER GOVERNORS 


And Low Pressure Regulators, all of the Dry 
Diaphragm type. 


LS 











VENT 


English Agents: 
THE BRYAN DONKIN CO., LTD., Chesterfield, yarns. 








b ‘ 
12-inch High Pressure Governor. “Write for Catalog. any poe gh mens Seal.) 
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Bronder Patent Stoking Machinery. 


Three-Scoop and Three-Rake Charging and Discharging Machines are operating in New York, Newark, N. J., Philadelphia, 
Worcester, Mass., Mt. Vernon, N. Y., Toronto and Montreal, Canada, Detroit, Seattle, Rochester and St. Louis. 


Four-Scoop and Four-Rake Charging and Discharging Machines are operating in Detroit, Mich., and Cincimnati, Ohio. 
These are the only machines that will draw or charge simultaneously 3 or 4 retorts (vertically) and handle from 42 to 60 retorts in 
from 25 to 30 minutes, lid opening and closing and filling of furnaces included. 


Hot Coke Conveyor, Quencher and Steam Exhauster, operating in Toronto, Canada, working in water-sealed flue, rollers 
being protected from heat and grit. 


COAL CRUSHERS, CONVEYORS AND BINS. TURNTABLES FOR MACHINES. 
Labor-Saving Machines for Handling Coal and Coke from Coal Cars to Coke Yard or Bins. Coke Screening and Measuring Plants a Specialty. 


app Co. A. BRON DER,_ a. 


Contracting Bngineer and Builder, 
229 BROADW AY, NEW YWTorRE. 











The Unison Telemetric Pressure Gauge, 


WHAT 18 IT2 A LONG DISTANCE PRESSURE INDICATOR for Indicating Gas Pressures at a Distance. 


TRANSMITTER. ARRANGED FOR ABSOLUTE INDICATOR. 
GOVERNOR CONTROL, 


Also Telling Height of Holder from 
Distance. 


kor Full Particulars, Write 


renders easy and posse UAE GONNELLY IRON SPONGE 
sible a constant delivery AND GOVERNOR C0 
pressure to consumers. "9 


Requires only a sine NMBW YORK. 

















—_—— CHIECA Go. This instrument has veen designed to meet 


A ; . : - the most rigid requirements of district distri- 
circuit. A single wire with VAN E. BRITTON, bution and combines in its cevelopment the 

essential features of ABSOLUTE RELIABILITY, 
ground return may be used. San Francisco. SAFETY and S MPLICITY. 








THE FULTON GAS PRESSURE GOVERNORS 


For Artificial or Natural Gas. 
For District or Individual Service. 


Our Improved Duplex Sensitive Governor for district 
service will reducc bigh pressure gas to inches of water without 
variation. Absolutely safe and reliable. No complicated me- 
chanism to get out of order. No auxiliary regulators to assist 
the main governor required. The most simple and perfect gov- 
ernor ever placed on the market. We also manufacture Reducing 
Governors for any inlet or outlet pressure. 

See our high pressure Service Governor with safety valve and 
automatic cut-off. 


More than 20 years’ experience with the largest gas companies, 
Send for catalog. 


THE CHAPLIN-FULTON MFG, CO., ;°"7="" 


VAN E. BRITTON, Pacific Coast Agent, Monadnock Bidj., San Francisco, Cal. 


FIELD'S ANALYSIS FOR THE YEAR (909. 


PRICE, SS. FOR SALE BY 


AMERICAN GAS LIGHT JOURNAL, 42 Pine St., New York City. 


| A By Grorer Lunex, Pu.D. Third and Enlarged Edition. 
Price, $15. For Sale by : 
CUAL TAR AND AMMON AMERICAN GAS LIGHT JOURNAL, 42 Pine St., New York City. 
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BERWIND-WHITE COAL MINING COMPANY'S 








Qcean Westmoreland Gas Coal. 


STRIGTLY High Grade. .... 


Offices : | ina cmeniaile Carefully Prepared. 
Washington om Ing, a <ul For Gas Making or 
Arcade Building, Philadelphia. Heavy Steaming. . 

A. Cc. M. ABMOY, 
General Agent a mda Manager Gas Coal Department, 


No. 1 Broadway, New Work. 


KERR MURRAY MANUFACTURING COMPARY, 


Engineers and Manufacturers 


APPARATUS FOR COAL GAS PLANTS, 


SINGLE AND DOUBLE-LIFT GASHOLDERS 
AND STEEL TANKS, 


Latest Improved 


ROTARY EXHAUSTERS, P. & A. TAR EXTRACTORS, 
AMMONIA WASHERS, 


CONDENSING, SCRUBBING i PURIFYING APPARATUS. | 


Street Specials and Valves. 
A DDRARESS-: 


KERR MURRAY MANUFACTURING COMPANY, ‘vor x2" 

















NG, President. ESTABLISHED 1864. N. A. YOUNG, Secretary and Treasurer. 


. Works : JAMES GARDNER, JR., Co., Address all Commun ications to 


LOJEPORT STATION, PA. JAMES GARDNER: JR., CO., Bolivar, Pa. 
Successor to WILLIAM CARDNER & SON. 


Fire Clay Goods for Gas Works. 


E"*'O FF. 


The “Gas World” Analyses of Municipal Gas Accounts, 15S=-5, 


AND 


The “Gas World” Analyses of Gas Companies’ Accounts, T>o5- 

















EVERY GAS ENGINEER AND MANAGER SHOULD HAVE A COPY OF THESE INVALUABLE AND UP-TO-DATE WORKS. 


Price, $4 each. For Sale by AMERICAN GAS LIGHT JOURNAL, 42 Pine Street, New York City. 
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KELLER ADJUSTABLE S. PemBerton Hetcuinson, H. C. ADAms, CHAS. F. GODSHALL, HENRY WHARTON, C. B. NICHOLS, 
1st Vice President. 











President. 2d Vice-Pres, & Treas, Secretary. Assistant Secretary, 
COKE CRUSHER. 
Strong, Simple, Durable, Will 
C.M.KELLER, e 
Col bus, Ind. 
Cummannaan Solicited, Chartered 1 854. 
Mines situated on the Pennsylvania and the Baltimore 
AWARDED A SILVER , and Ohio Railroads, in Westmoreland County, Pa, 
MEDAL AT THE WORLD’S 
FAIR, ST. LOUIS, ProiInTs OF SHIPMENT: 





PHILADELPHIA, BALTIMORE, SOUTH AMBOY, N. J., 
| WATKINS (SENECA LAKE), N. Y. 





Since the commencement of operations by this Company its well-known 
Coal has been largely used by the Gas Companies of New England and the 
Middle States, and its character is established as having no superior in gas- 
giving qualities, and in freedom from sulphur and one impurities. 


Pacific cunniies saci Monadnock Principal Office, ert South 3d St., Phila., Pa, 
CAS MAINS<“SERVICE PIPES. 


























Building, San Francisco, Cal. 


Creat Britain—PARKER & LESTER, Old Kent Road, 
London. 











seen | 
MANUFACTURED BY Their installation for High or Low Pressure is the work in which we have specialized 


for years. Because of our Facilities and Experience, many Gas Companies prefer to con- 
AIW tract with us for such work, rather than to execute it themselves. It proves to be as 
cheap in the end. We solicit inquiries. SULLIVAN BROS., 
enero ENO } : 
STOPPER (| ( | Telephone Connection. 11 Main St., Flushing, N. Y. 
©9 JOHN CABOT, President. GEO. D. CABOT, Secretary. " aes 
1% 4 4 \\ N 


257-263 East 133d Street, MACHINES 
NEW YORK CITY. | 








Drilling and Tapping 












Pipe under Pressure 
WITHOUT ANY ESCAPE OF 
GAS. 
P ATE NT S TRADE MARKS, | They are Strong and 
9 COPYRIGHTS. | Compact. 
| 


Size of Combination Drilis 
and Taps % to 4-Inch. 


| | Machines Sent to any Gas 
Company for Thirty 
ys’ Trial. 
Send for Ciroulars. 


“yy i. 


} GEORGE LIGHT 


“DAYTON, 0. 


1412-1428 Adams Street, Hoboken, N. J. 
ROYAL E. BURNHAM, 


Solicitor of Patents and Coun- PURIFIER AND SCRUBBER TRAYS. 


sellor in Patent Causes. _ Church’s Patent Tray S, 
Reversible; Strongest; Most Easily Repaired. 


833 Bond Building, Washington, D.C. | We also Supply the Cheapest and Strongest 


Reversible Bolted Trays. 


Special Trays for Iron Oxide in Either Style. 





Send for Pamphlet on Patents. 











Standard Oil Company, 


GAS NAPTHA DEPARTMENT. 


GAS NAPTHA. 
} GAS OIL. 


Correspondence Solicited. 26 Broadway, New York City, 























ail 
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DAVIS & FARNUM MANUFACTURING CO., 
Waltham, Mass. 


GAS HOLDERs 


Steel Tanks for Naptha Storage, Machinery for Coal and Water Gas Plants, 

















H. M. BYLLESBY & COMPANY 


(INCORPORATED), 


GAS ENGINEERS, 


DESICN, CONSTRUCT AND OPERATE 
COMPLETE COAL, WATER AND CRUDE OIL CAS PLANTS. 


EXAMINATIONS AND REPORTS. 


218 LA SALLE STREET, CHICACO., 


Oklahoma City, Okla. Mobile, Ala. San Diego, Cal. 











ALEX. C. HUMPHREYS, President. EUROPEAN CORRESPONDENTS, 
EMILE GUILLAUDEU, Treasurer. HUMPHREYS & CLASCOW, 
‘ ROBT. 0. LUQUEER, Secretary. 


NDON. —— RUSSELS. 
HOWARD E. WHITE, General Counsel. aes . 


([ONSULRING (FAs NGINEER FIUMPHREYS & QGLAascow, INC. 


DESIGN.--CONSTRUCTION.--MANAGEMENT CONSULTING ENCINEERS. 


| ADVICE AS TO EXTENSION, MANAGEMENT AND RECONSTRUCTION OF GAS AND 
ELECTRIC PLANTS. 


“COMPLETE EXAMINATIONS MADE. > = > PROPERTIES PURCHASED. 
GAS PLANTS CITY INVESTING BUILDING, 165 BROADWAY, NEW YORK. 
CITY SUPPLY 


POWER DEVELOPMENT. 
Binder 
Journal, 
$1 
A.M. CALLENDER 3 
= 
































EXAMINATIONS AND REPORTS, 





1519 PEOPLES GAS BLDG., | 


FIELD'S aananepmicdi aac FOR THE YEAR !909. — 





INDUSTRIAL HEATING. 

An Analysisof the Ste cipal Gas Undertakingsin 

Engiand, Scotiand and Ireland; being the 4ist year 

ot publication. Compiled and arranged by JOHN W. & CO., 


FIELD, Sec’y and Gen. Mgr. of The Gas Light and 
Coke Company, London. Price,$65. For Sale ty 


ALERICAN GAS LIGHT JQURNAL, 42 Ping St, N.Y, City, 





42 Pine Street, 
New York City, 
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THE BARTLETT HAYWARD Co.|. 


ENGINEERS & FOUNDERS. 
BALTIMORE. NEW YORK. 


COAL & WATER GAS PLANTS 
GAS HOLDERS 
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DIDIER-MARCH COMPANY, 


Hudson Terminal Building, 


WORKS: 30 Church Street, 
Keasbey, Perth Amboy, N. J. NEW YORK, N. Y. 


DESSAU SYSTEM OF VERTICAL RETORTS, 


The Only System in Successful Operation. 











RECENTLY AWARDED THE GRAND PRIZE AT 
THE WORLD’S FAIR HELD AT BRUS- 
SELS, BELGIUM. 








First Installation in the United States of America, 


PROVIDENCE, R. I., 18 BENCHES, 180 RETORTS, 


Complete, with 


Retort House, Coal and Coke Handling Machinery 
and Storage Bins. 














NOW IN OPERATION. 
—— 


VERTICAL RETORT BENCHES OF THE DESSAU SYSTEM WITH 
9,000 RETORTS ARE NOW IN OPERATION AND 
IN COURSE OF CONSTRUCTION. 














If You Desire to Increase Your Earning Capacity, Consult Us. 
——— 


HORIZONTALS AND INCLINES OF APPROVED TYPES. 
Correspondence Solicited. FREDERICK J. MAYER, General Manager. 
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|? THE CHAMBER OVEN. 
: 











| Charging Coal into a ‘Chamber’ of the Chamber Oven process loses 
i the terrors of labor costs incidental to charging coal in a plant using the or- 
dinary horizontal retort. 


The coal, after being crushed when unloaded from the car, is carried 
by a conveyor to a bin located above the chambers. 


From this bin it is fed into charging buckets, operated from an over- 
head trolley, to the charging doors, two to each ‘‘chamber,”’ opening into 


a] 


the top of the ‘‘chambers. 


These charging buckets measure the amount of coal handled either by 
weighing or by cubical contents. 


Each ‘‘chamber’’ receives a charge of about 5 tons of coal and is then 
closed for 24 or more hours. 





By arranging the operation to permit charging in the morning of half 
of the coal consumed and the balance in the latter part of the afternoon, 
an even quality of gas is maintained for the entire period and the day shift 
does the work. The night man only looks after the furnaces and the 


boiler and acts as watchman. 


“Three men during the day shift, and one 
man at night, can easily carbonize 100 tons of 
coal per day.” 


That’s why we can produce a high quality of coal gas at a lower cost 
per 1,000 cubic feet than any other known process of coal gas manufac- 


ture. 


If your output is over 500,000 cubic feet of gas per day, allow us to 
explain the saving we can make for you each year. 


It will be a handsome dividend for your stockholders. 


The National Chamber Oven Co., 


CINCINNATI 


ECCT A TOTOR., 
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HN FOWLER, President. . SCOTT FOWLER, 


DEILY & FOWLER MFG. CO. 


39 Laurel Street, Philadelphia, Pa. 


ESTABLISHED i842. INCORPORATED 1908. 
awe BSBUILDARS OF ____..- 


‘| GASHOLDERS. 


Single-Lift or Telescopic, 
With or Without Steel Tanks. 


: | Oil Storage Tanks, Water Tanks, Kite, 








ESTIMATES CHEERFULLY FURNISHED. 
_- sneeecsstadentaediecet eabcobabectend SOLICITED. 


USE GONNERSVILLE victor BLOWERS 


With Gas Blast Burners 


For Annealling, 
Tempering, 

L Brazing, 

Welding, 
Enamelling, 


Ask for a temperature chart Soldering, 
showing the melting, tempering Forging, 
and annealling points of differ. Assaying, 


ent metals, IT’S FREE. Refining, Etc 
7 . 


























THE CONNERSVILLE BLOWER COMPANY, 


Connersville, Indiana, U.S. A. 
NEW YORK OFFICE, 50 Church Street. CHICAGO OFFICE, 536 Monadnock Building. 


AMERICAN GAS ENGINEERING PRACTICE 


By M. NISBET LATTA, C.EBE. PRICE, $4.50. 











For Sale by 
AMERICAN GAS LIGuT TOURN AL, = 42 Fine St., New Work City. 
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D. McDONALD & GO., 


971-997 BROADWAY, ALBANY, N. Y., 


MANUPACTURERS OF 


DRY GAS METERS, STATION METERS, PREPAYMENT 
METERS, METER PROVERS AND GAUGES. 


THE GLOVER PREPAYMENT METER, 


Simple, Strong, Satisfactory. 


THE HINMAN STATION METER DRUM, 


The greatest advance that has been made in 20 
years in the ACCURATE and ECONOMICAL 
measurement of gas in large quantities. :: :: 2 




















NEW voor ey | ALBANY OFFICE: 


| CHICACO OFFICE: 
t 47th Street. 


991 Broadway. Jefferson and Monroe Streets. 








We can meet your requirements for 


STATION METERS 


5 On all capacities from 1,500 to 500,000 cu. ft. per hour. 








One-half the Cost—One-tenth the Space of Old Style Wet Meters. 
When in Need of Station Meters Write 


ROTARY METER COMPANY, 
280 Broadway, NEW YORK. 


Our Literature and all information will be sent on request. 




















The Sprague Meter Co. 


Cast mins Gas Meters 


Artificial or “Natural (jas 


Plain or Prepayment 


Lower in first cost and cheaper to maintain than any meter 
on the market. 


Write us for particulars. 
The Sprague Meter Company 
203 Water St., Bridgeport, Conn. 
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rR. DD. WOOD ca& CO., 
400 CHESTNUT ST., PHILADELPHIA, 


ANUFACTURERS OF 


Cast Iron Pipe. | 


HEAVY LOAM CASTINGS, 


Dunham Specials, 
Hydraulic Work, 


Gasholders. 





Single or Multiple Lifts, with or without Metal Tanks. 
PURIFIERS, CONDENSERS, 


SCRUBBERS, BENCH WORK. 








LAMP POSTS, VALVES, ETC., 


Gas Power Plants with Producers. ¢ Holder Cups. 


Cutler’s Patent Freezing Preventer for 








NATHANIEL TUFTS METER COMPANY, 


455 Commercial 


PREPAYMENT 


Sst... Boston, Mass. 


GAS METERS, 


WET AND DRY GAS METERS, STATION METERS, ETC. 


REPAIRING OF ALL MAKES OF °METERS, AND 





—————_ 


FITTED WITH OUR PREPAYMENT ATTACHMENT. 








‘os wT 


INCREASED CAPACITY. 


BALTIMORE... 


THE MARYLAND METER 


PREPAYMENT METERS STATION METERS, METER PROVERS Etc. 
PROMPT AND CAREFUL ATTENTION TO ALL REPAIR: WORK 


GHARLES H.DICKEY & COMPANY. 





ERS & 


INCREASED EFFICIENCY. 


CHICAGO. / 











You NEED one on More oF our COMPLAINT METERS!! 




















METER S. Plain and Prepayment, 


For Artificial or Natural Gas. 
Repairing All Makes and Attachments Added if Desired. 


SPECIAL METERS FOR ACETYLENE. 


=| KEYSTONE METER COMPANY, 








ROYERSFORD, PA. 
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“WE AIM TO PLEASE” 


WET 2 DRY GAS meTERS 


ESTABLISHED 1834 


EXPERIMENTAL AND STATION METERS: PRESSURE GAUGES 
METER PROVERS: DRIP PUMPS SERVICE CLEANER PUMPS 
SERVICE AND METER COCKS-LAMP COCKS AND TORCHES 
PHOTOMETRICAL APPARATUS AND ALL ARTICLES FOR 
THE DISTRIBUTION, MEASUREMENT AND TESTING OF GAS 


WE WERE THE ORIGINATORS AND FIRST MANUFACTURERS 
OF THE PRESENT TYPE OF OPEN TOP METERS ©° o¢ o 


CIRCULARS AND PRICE LIST ON APPLICATION 





NEW YORK ° SAN FRANCISCO ° PHILADELPHIA ° ST. LOUIS ° CHICAGO 


HELME & McILHENNY, 


Mstablished 1848s. 1339 to 1349 Cherry Street, Philadelphia, Pa. 


MANUFACTURERS OF 


Wet and Dry Gas Meters, Station Meters, Provers, Gauges, Etc. 


a= METERS REPAIRED... 


PREPAYMENT GAS METERS. 


Our Own Patents. Strong. Simple. PROMPT _ATTENTION CORRESPONDENCE SOLICITER, 


METRIC METAL WORKS, 


MANUFACTURERS OF DRY GAS METERS. 
EXTRA HEAVY TIN METERS ano IRON-CASE METERS 


FOR ARTIFICIAL OR NATURAL GAS. 


TOBEY CAST IRON NATURAL CAS METERS=-METER PROVERS. 
WESTCOTT PROPORTIONAL METERS FOR CAS OR AIR. 


Special Attention Giwen to Repairing Meters of All Makes. 






































FACTORY-ERIE, PA. WAREHOUSE-KANSAS CITY, MO. 
EDWARD H. RODGERS, Presicent. FRELDK. C. VINEY, Vice-President and Superintendent. JOHN H. BLYE, Secretary cnd Treasurer. 
Ihe Standard Meter Co. 
(INCORPORATED), 


foe MANUFACTURERS OF ccm. 


Natural and Artificial Gas Meters, also Station Meters, Provers, Portable Test Meters, and a!l other appliances. 


The Pioneers of Large Capacity Meters for Natural and Artificial Gas. 


Office and Factory: 3112-14-16-18-20 North 17th Street, Philadelphia, Pa. 


SOLE AGENTS FOR THE MIDDLE WEST: PACIFIC COAST REPRESENTATIVE : EASTERN REPRESENTATIVE : 
The National Supply Co. of Kansas, Independence, Kas. The W. F. Boardman Co., 718 Mission St., San Francisco, Cal, L, J, Montgomery, 150 Nassau St., New York, N.Y, 
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THE WESTERN G 
GAS E 


| “EASTERN OFFICE NEWe¥ORWGITY. GS WESTERN OFFICE SAN FRANCISCO. } hea) j 


| i 


”4 Inch. 48-Ineh. 


OUTSIDE SCREW. 


274 Valves, Ranging in Size from 16-Inch to 48 Inch, 
Have Just Been Furnished 


THE INDIANA STEEL CO., GARY, IND. 


be oe 7 7 A * Fe ~ - - 
TRACTORS AN D “1 OUILDERS 
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